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“SECOND FRONT”’—IN THE REAR! 


HILE our army and navy are doing 
a big job overseas, a “second front”’ 
has opened up here at home—a front against 
the threat of inflation. 

The 68 million men and women who own 
life insurance policies have a big stake in 
this ‘‘second front.’’ In a way, they represent 
the people of America because they 
are the breadwinners in the big 


majority of American homes. 
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It is on their behalf that the Life Insur- 
ance Companies of America—116 of them 
—have united to fight inflation through 
newspaper advertisements, through distribu- 
tion of cartoons, and through other forms 
of publicity. 
This splendid campaign merits the 
thoughtful and earnest support of 
every life insurance man and 


Fal 
c . . 
> woman in America. 
= 


PROVIDENT Maron. 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 





FRIDAY, APRIL 7, 1944 





NEW YORK LIFE INSURANCE COMPANY 
99th Annual Statement to its Policyholders 


The greatly intensified effort of the nation 
at war has been the dominant influence 
on the activities of the Company, its agents 
and employees, during the year 1943. 


The Company itself has recognized its 
continued responsibility to support the 
Government in its war effort through the 
purchase of United States Government 
obligations. During the year the Company 
increased its holdings of these obligations 
by $341,000,000. At the end of the year 
the Company held over $1,608,000,000 of 
such securities, an amount equal to 48 per 
cent of the total assets of the Company. 
There is no safer investment than United 
States Government bonds. For the protec- 
tion of its policyholders, therefore, as well 
as for the furtherance of the public in- 
terest, the Company has adhered to its 
wartime policy of investing its funds 
primarily in the obligations of the United 
States Government. 


In view of the prevailing low rates of in- 
terest and in recognition of the long-range 
effect of low interest earnings, the Company 
has further increased the reserves held to 
secure the performance of its outstanding 
life insurance and annuity contracts. 


The Company is convinced that its 
policy both as to investments and reserves 
is, in all the circumstances, prudent and 
proper so far as the protection of its policy- 
holders is concerned. It is also clearly in 
the best interest of the nation still at war. 


The Company declared for 1944 the 
same annual dividend scale as was ap- 
plicable for 1943. Dividends payable in 
1944 amount to $33,600,000. 

Over 1700 of our employees and agents 
are now serving in the armed forces, and it 
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is greatly to the credit of a much reduced 
staff that the detailed operations of the 
Company are being carried on with such 
a high standard of performance and serv- 
ice to the policyholders. At the same time 
the staff, both in the Home Office and in 
the Field, have made substantial con- 
tributions to the overall war effort by 
taking part to an increasing extent in vol- 
unteer war activities both through Com- 
pany organizations and individually in 
their own communities. 


Our agency organization, greatly re- 
duced by war service, likewise deserves 
much credit for the encouraging growth 
during 1943 in the Company’s volume of 
life insurance in force. Sales of new life in- 
surance were $452,000,000, an increase of 
12 per cent over the previous year. These 
sales are in excess of any year’s business 
since 1937. Terminations because of lapse 
and surrender were the lowest in twenty- 
four years. At the close of the year total 
insurance in force was $7,340,000,000. 


As of December 31, 1943, the real estate 
holdings of the Company, acquired under 
foreclosure, were valued at $38,250,000, 
which is but slightly over one per cent of 
the Company’s total assets. The book 
value of foreclosed real estate sold during 
the year amounted to $22,900,000. 


The mortality experience of the year was 
less favorable than the previous year but it 
did not differ greatly from 1940, despite the 
fact that in 1943 there were approximately 
$4,500,000 of war claims including deaths of 
men in service not caused by an act of war. 


Although the life insurance business, by 
its very nature, is an important influence 
against inflation, nevertheless the Com- 


pany has felt that, in these days of war em- 
ployment and shortages of civilian goods, 
it should make every reasonable effort to 
play its part in the fight against an exces: 
sive rise in the cost of living. Accordingly 
it has taken an active part in the coopera- 
tive advertising program undertaken by 
116 life insurance companies to help pre- 
vent an uncontrolled rise in prices and the 
cost of living. Its purpose is to encourage 
people to do voluntarily those things which 
will divert spendable funds into war bonds, 
life insurance and savings rather than into 
unnecessary goods. The Company joined 
in this program believing that it was a 
timely contribution to the economic and 
social welfare of the country as a whole 


and that it would directly serve the best 


interests of its policyholders. 


On April 12, 1944, the New York Life 
Insurance Company enters its 100th year 
in a strong position. The Company looks 
forward earnestly to the responsibilities 
and great opportunities which lie ahead. 


A more complete report as of December 
31, 1943, containing additional statistical 
and other information of interest about 
the Company, will be sent upon request. 
A list of bonds and preferred and guaran- 
teed stocks owned by the Company is also 
available. These booklets may be obtained 
by writing to the New York Life Insur- 
ance Company, 51 Madison Avenue, New 


York 10, N. Y. 


President 


STATEMENT OF CONDITION 


December 31, 1943 


ASSETS 


Cash on hand or in banks... . Gena 
United States Government Obligations . i (iub wees 
All other Bonds: 
State, County and Municipal. .$87,151,528.00 
> Sc eer. 270,740,382.00 
Public Utility . .855,833,476.00 
Industrial and Miscellaneous. . 61,663,321.00 
S90 55 area es 101,091,989.00 
Stocks, preferred and guaranteed. . : 
First Mortgages on Real Estate .............. 
Policy Loans and Premium Notes.....,....... 


$49, 143,483.85 
1,608, 118,620.00 


876,480,696.00 


74,456,444.00 
410,250,896.50 
217,690,939.27 


Rea! Estate: 
Foreclosed Properties. ........ $38,250,252.37 aes 
PGE MOM CE 5. ose ies dhe ccard es 12,682,462.00 52,371,749.82 
Other Home Office Properties... 1,439,035.45 


23,301,281.30 
30,524,471.25 
617,848.28 


$3,342,956,430.27 


Interest and Rents due and accrued........... 
Deferred and uncollected Premiums (net)... .. . 


Other Assets... 








Of the Securities listed in the above.statement, Securities 
valued at $46,798,802.00 are deposited with Government 
or State authorities as required by law. 


LIABILITIES 
Reserve for Insurance and. Annuity Contracts... .. $2,647,875,634.00 


Present value of amounts not yet due on 
Supplementary Contracts.................. 


238,412,778.00 
150,063,692.41 
33,650,864.00 
19,892,282.93 
21,047,054.89 
7,327,639.31 
4,000,000.00 
5,462,031.73 


Reserve for Dividends left with the Company. . . 
Dividends payable during 1944............... 
Premiums, Interest and Rents paid in advance. . 
Reserves for other Insurance Liabilities. ....... 
Taxes payable in 1944...................005. 
Reserve for fluctuations in Foreign Currencies*. . 


Miscellaneous Liabilities. .................... 








WOE CAR: vs bedava reseeeeed $3,127,731,977.27 

Surplus Funds held for general 
OTE SE NOLES oi. 05is carey viet are oleae a oloieualerers 215,224,453.00 
$3,342,956,430.27 





*This reserve is held chiefly against the dif- 
ference between Canadian currency Assets and 
Liabilities which are carried at par. 
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The New York Life Insurance Company has always been a mutual company. It started business on April 12, 1845 and is incorporated under the laws of the 
s State of New York. The Statement of Condition shown above is in accordance with the Annual Statement filed with the New York Insurance Department. ‘ 
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Fyplain Success 
of London Life 
Management Plan 


Stephenson, Laird and 
Walker Give Details at 
N. Y. Managers Parley 


SARATOGA SPRINGS, N. Y.—A 
large share in the success of the New 
York State Association of Life Under- 
writers managerial conference here on 
compensation was due to two home of- 
fice executives and an agency manager 
of London Life of Ontario. When J. G. 
Stephenson, assistant manager and di- 
rector of agencies, took over the ordi- 
nary agencies department in 1922 his 
ideas and aims were very like those that 
more and more home office and field 
executives have come to accept in re- 
cent years. , : 

Aided by W. C. Laird, superintendent 
of agencies, and E. O. Walker of 
Regina, manager for Saskatchewan, Mr. 
Stephenson told of London Life’s ex- 
perience in translating these objectives 
into progress. He recalled that just 
about that time the Life Insurance Sales 
Research Bureau was being started and 
said that a large share of credit must 
go to the bureau for “helping us find 
the path and keep on it through these 
years.” 


Three Essentials 


It was quickly found that three things 
were necessary: First, a clear picture 
of the objectives, the methods neces- 
sary to reach them, and the techniques 
needed to make the methods work; sec- 
ond, the company had to give positive 
directions, for it couldn’t expect simply 
to make its objectives, methods and 
technique known to the field and leave 
the rest to chance, but a more or less 
employer-employe relationship had to 
supplant the old independent contrac- 
tor arrangement; third, when the com- 
pany motivated men strongly it had to 
take the responsibility for the results, 
from which it followed that if the com- 
pany took the responsibility for the re- 
sults it had to pay the men accordingly. 
It couldn’t expect them to follow ideas 
as an employe might be expected to and 
still operate on the old commission 
contract. 

Lack of regularity of income as well 
as lack of enough money showed up as 
a curse of the business. There seemed 
little logic in placing the entire burden 
of financial risk on the individual 
charged with dealing with the public 
when every other segment of personnel 
was provided with ample security. 


Tells of Objectives 


Objectives included substantial vol- 
umes of quality business coming from 
a group with high individual producing 
power rather than from agents with 
low producing power; low turnover, ex- 
pert and conscientious service to the 
public, with the main emphasis on the 
beneficiary’s interest rather than the in- 
sured’s, which meant emphasis on pro- 
tection rather than investment plans of 
insurance. 

Methods included establishment of a 
corps of. managers capable of recruiting 
men of the right type and of adminis- 
tering proper training and supervision; 
selection of agents with definite apti- 
tudes for selling; thorough and con- 
scientious training; direction and con- 

(CONTINUED ON PAGE 19) 


N. Y. Managers Envision 
Promised Land for Agents 


By R. B. MITCHELL 

SARATOGA SPRINGS, N. Y.—The 
150 general agents, managers and home 
office executives who attended the man- 
agerial conference here sponsored by the 
New York State Life Underwriters As- 
sociation went away with an enticing 
picture of the promised land in which 
happy, efficient, well paid agents will 
work unworried by a feast-or-famine in- 
come, in which the few misfits who get 
by the rigid screening process will be 
promptly eliminated, and the career 
agent will stick with the business until 
he retires on a liberal pension plan—all 
this at no higher cost to the policyholder 
and with a greatly increased public es- 
teem of the life insurance business. 

The conferees also got a well docu- 
mented, fully factual and somewhat 
sobering concept of what it will take to 
achieve this improved condition, some of 
the bumps that lie ahead, and some idea 
of the curtailed freedom of action that 
agency heads would have to accept in 
exchange for the home office’s taking on 
the added financial and executive re- 
sponsibility that seems to go with these 
new plans. 

E. R. Gettings, Northwestern Mutual, 
Albany, president of the state associa- 
tion, opened the meeting and turned the 
first session over to E. H. Perkins, Prov- 
ident Mutual, Albany, pinch-hitting for 
C. D. Connell, Provident Mutual, New 
York City, secretary N.A.L.U., who was 
unable to be present the first day. Mr. 
Gettings presided at the second day’s 
session. 


R. C. Guest’s Paper 


From R. C. Guest, vice-president and 
actuary of State Mutual Life and chair- 
man of the Life Insurance Sales Re- 
search Bureau’s agents’ compensation 
committee, whose paper was summar- 
ized in last week’s issue, the audience 
learned what the committee believes are 
the characteristics of a good compensa- 
tion plan, together with emphasis on 
the thought that even the best plan of 
remuneration is only part of the job. 

L. S. Morrison, director of research 
of the bureau, summarized what the 
compensation plan should do and also 
what steps must be taken to make the 
plan work, since it is a matter of man- 
agement rather than contract whether 
the new man reaches an adequate pro- 
duction level quickly, whether the estab- 
lished agent has stability of income and 
whether the career agent can earn 
enough to provide an adequate pension. 

W. P. Worthington, agency vice- 
president of Home Life of New York, 
showed how a salary plan for agents 
does not solve the problems of manage- 
ment but actually intensifies them. V. B. 
Coffin, vice-president of Connecticut 
Mutual, compared the situation of the 
general agency company with that of 
the branch office company. K. A. Luther, 
general agent Aetna Life, New York 
City, spoke as a representative of the 
compensation committee of the New 
York City Life Managers Association 
and suggested profiting from the experi- 
ence of group insurance departments in 
developing new talent. 


How London Life Does It 


A first hand picture of system which 
embodies many of the advanced principles 
of management and compensation that 
have caught hold of life insurance men’s 
imaginations was given by three guests 
from Canada, J. G. Stephenson, assist- 
ant manager and director of agencies of 
London Life; W. C. Laird, its superin- 
tendent of agencies, and E. O. Walker 
of Regina, its manager -for the entire 
province of Saskatchewan. 

Commenting on Mr, Guest's paper, 


Mr. Morrison said that one of its most 
important sentences was that the prob- 
lem of adequate compensation for the 
agent is distinctly different from the 
plan under which he is compensated. 
The agent’s production rate gives a rea- 
sonable picture of his earnings but, “if 
you know only his contract, the agent 
may be starving or earning a five-figure 
income.” 

The concern about compensation of 
agents did not arise solely because the 
basis of compensation was faulty but be- 
cause the income of agents as a group 
has been too small, Mr. Morrison said. 
Conventional contracts have not done a 
good job for the new agents, have put 
too much weight on the first year, have 
failed to compensate for service on older 
business, and have had inadequate re- 
tirement features. At the same time, 
these contracts have built the business 
and the agent who can sell business has 
always been able to earn a substantial 
income. 





STILL MUST SELL 





The inescapable conclusion, said Mr. 
Morrison, is that we are badly in need 
of a more general acceptance of an im- 
proved and modernized basis of pay 
along the lines laid down by Mr. Guest. 
Quite a number of companies have 
adopted new contracts along these lines, 
he observed, and others are now in the 
process of doing so. Many more have 
adopted pension plans, some 55 to 60 
companies, accounting for about 72% of 
the ordinary business written, having 
adopted such plan. It must be con- 
stantly kept in mind, however, that 
there is no contract which is sound for 
the company and fair for the policy- 
holder which can possibly pay a living 
wage to the man who can’t or won't sell 
life insurance. 

Any real solution to the problem must 
be a cooperative enterprise, for though 
a compensation committee can draw up 
a plan it cannot be effective until the 
home office sets up the proper objectives 
and methods of operation and _ the 
agency manager gets effective results. 
A qualified person, he pointed out, can 
evolve a financing plan for new men but 
it is management which must get the 


new men to an adequate production 
level with the necessary speed. Though 
a compensation plan may level and 


stabilize income by distributing commis- 
sions, the stability of earnings must 
always result primarily from stability of 
performance and that is a matter of 
management. Likewise, pension plans 
can be provided but there is no way to 
provide an adequate pension to a man 
who has not maintained adequate pro- 
duction and that again is a matter of 
management. 

Therefore, even with the ideal com- 
pensation plan, “we cannot hope for any 
plan which like the snake oil of the 

(CONTINUED ON PAGE 9) 








Again No Supreme Court 
Insurance Decision 


WASHINGTON —The U. S. 
Supreme Court recessed again 
Monday until April 10, without 
opinions in the S.E.U.A., or Polish 
National Alliance insurance cases. 

Justice Stanley Reed having 
withdrawn from consideration of 
the S.E.U.A. case, a rumored pos- 
sibility was that the court was tied 
4 to 4 on that case. If that were 
true, the decision would go to 
S.E.U.A. 








Pension Trust Plan 
of Guardian Life 
Is Set Up 


New Department, Six 
Special Policies Initiated 
with Butt in Charge 


NEW YORK —To free the producer 
from the maze of computations and 
detailed technical work which so often 
make pension trust cases a_ time-con- 
suming gamble, Guardian Life of New 
York has set up a home office pension 
trust section which will handle these 
phases of the work, leaving the agent 
or broker in the case to confine himself 
to the sales aspect. 

C. S. Butt, a pension trust specialist 
of long experience, is in charge of the 


section. He is a lawyer and has been in 
the life insurance business since 1931. 


Series of Special Policies 


Guardian Life has brought out six 
special policies for exclusive use in con- 
nection with pension trusts. They are 
on a 242% American men ultimate ba- 
sis rather than 3% American experience 
as are other policies which Guardian 
issues. However the premiums are quite 
close to those for comparable policies 
which the company issues on individual 
cases. 

A revised and generally lower scale of 
first year commissions is a part of the 
plan but it is nevertheless expected the 
producer will be better paid for his time 
because so large a portion of the work 
is transferred to the home office under 
the new setup. Guardian will accept 
pension trust business not only from 
its full time agents and brokers but 
from full time agents of other com- 
panies. 

The plan permits the agent to do this 
attractive business with minimum out- 
lay of time. He remains a salesman and 
need not study to become a technician. 


Eliminates Many Steps 


In the ordinary handling of a pen- 
sion trust case there are about 16 steps, 
nearly all of which the agent has to 
handle; under Guardian’s new setup he 
has only four: to get information on 
which the proposal is based, obtain and 
conduct sales interviews, secure pay- 
ment, and actually place the case. 

The agent is relieved of detailed work 
and secures prestige by presenting a 
plan set up by his home office, besides 
the advantage of minimizing errors. 
Printed forms on which the agent ob- 
tains the data from the prospect are in 
themselves a prestige-builder. 

The new set-up also permits the home 
office to implement its feeling of re- 
sponsibility toward the buyer. The home 
office pension trust section will go over 
all cases, even though agents may think 
they are exactly what the buyer wants. 
The company will not take a_ case it 
feels is not in the insured’s interest. 
Because of the many lives involved 
and the size of cases, the company feels 
it, rather than the agent, will be held 
responsible by the buyer for any faulty 
features in the arrangement. 


Five Parts in Survey Forms 


Preliminary survey forms which the 
producer uses are in five parts, con- 
tain sales material and also are a guide 
to the agent in obtaining information. 
The first two parts call for preliminary 
underwriting information necessary in 
some types before the company will 








bo 


even consider a case, These give a gen- 
eral picture of the employer company’s 


operations and a census of employes. 
Part III is essential working infor- 
mation mainly dealing with the cor- 


porate set-up, what the plan is expected 
to accomplish, suggested objectives and 
classes of employes to be covered, pro- 
posed retirement age, whether con- 
tributory or non-contributory plan, etc. 
Part IV gives personnel summaries, in- 
cluding number of employes in six clas- 
sifications and enough corporation his- 
tory to show the trend in employment. 
A history of stability is preferable. 
Also in Part IV are figures giving 
employe turnover. 


Agent Gives Full Report 


Part V is a special report by the 
agent to home office, giving his views 
on the case, the prospect’s objectives 
and what he wants. This complements 
Part III giving the prospect’s views, ob- 
jectives, which employes to cover, etc. 

The information is considered by the 
home office pension trust committee, on 
which are represented underwriting, ac- 
tuarial, legal and agency departments. 
A preliminary underwriting estimate is 
given, which if favorable means Guar- 
dian will consider the plan. 


The next. step is to prepare a pre- 
liminary proposal, based on the data 
sheets, modified by home office sugges- 


tions. 
what the plan may 
complish for the 
ment), employes 
scription of specific 
vided, including schedule of employes 
to participate, and total cost per — 
expressed in layman language aimed ¢ 
the business executive as the buyer; (: 3) 
a supplement in more technical detail, 
drawn up with the thought the employer 
may consult his lawyer or accountant; 
(4) a separate memorandum to the 
agent discussing various points which 
need not be brought up but which the 
prospect may raise and on which the 
agent should be informed. 

The prospect cither accepts this pro- 
posal or may want to change it, in 
which case the results are reported to 
the home office for further modification. 

The six pension trust contracts, which 
have special settlement options to pro- 
vide flexible retirement benefits and to 
tie in with social security, are life in- 
come endowment maturing at ages 60, 
65 or 70; life paid up at 85; term to 65; 
1, 2, 3, 4, or 5 year term automatically 
converting to life income endowment 
maturing at 60, 65 or 70; retirement an- 
nuity (without life insurance benefits 
other than cash value) starting at 60, 
65 or 70; deferred annuity beginning at 
60, 65 or 70. The latter is like the re- 
tirement annuity excent that it has no 
cash value or death benefit, the nonfor- 
feiture benefit consisting of a deferred 
annuity value for a reduced income be- 
ginning at the original maturity date. 

Applications will be accepted on the 
non-medical basis up to age 40 for 
amounts up to $5,000. Age 35 is the 
top limit for $5,000 non-medical on other 


The proposal is in four parts: (1) 
be expected to ac- 
employer, (manage- 
and owners; (2) de- 
benefits to be pro- 


policies the company issues. Ten lives 
is the minimum number for a pension 
trust case and the company discourages 
the solicitation of cases with more than 
250 lives. 
V.H. Smith Metrovolitan 
Leader in Groun Line 

V. H. Smith of Memphis ranked 


among the leading salesmen of the Met- 
ropolitan Life in the production of group 
insurance in 1943. By placing more than 
$1,000,000 of that type he qualified for 
the fifth year for membership in the Mil- 
lion Dollar Club. 

At the close of business in 1943, group 
life in force in the Metropolitan totaled 
$6,210,968,732. Of that amount $502,- 
224,798 was issued in 1943. 


N.A.1.C. Steering Group Session 

the executive commit- 
Association of In- 
held at 
May 


A meetine of 
tee of the National 
surance Commissioners will! be 
the Park-Plaza hotel, St. Louis, 
11-12. 


HieNATIONAL UNDERWRITER 


Retaliation Issue 
Is Surveyed 


Commissioner Fraizer 
Circulates Correspondence 
Bearing on Current Aspects 


Insurance Director Fraizer of Ne- 
braska, as chairman of the commission- 
ers law and legislation committee, has 
sent to members of the association copy 
of recent correspondence on the subject 
of retaliatory legislation and also an ex- 
hibit prepared by Crabbe of Ohio show- 
ing whether the individual states have 
retaliatory laws and if so including a 
brief characterization of them. 

Mr. Fraizer said he doesn’t suggest 
that retaliatory practices constitute a 
present acute problem or crisis. There 
is a high spirit of cooperation prevail- 
ing. The purpose is to develop ideas. 

Deputy Commissioner Justice of West 
Virginia last December suggested that 
the association set up an arbitration 
committee to which questions of retalia- 
tion might be referred. He said that oc- 
casionally one state in retaliating against 
another state “tramps on the toes of 
some innocent bystanding state.” 


Should Be Permissive 


Then there was a letter from Mr. 
Crabbe who expressed the belief that a 
uniform retaliatory statute might be 
drawn which would eliminate some of 
the evils of the present statutes. Mr. 
Crabbe declared that so long as the op- 
eration of the statutes was confined to 
fees and taxes there was probably little 
opposition to them and something to be 
said for them in_ preventing greedy 
states from using foreign insurers as a 
source of revenue out of proportion to 
the value of the privilege granted of 
doing business in such states. 

It is retaliation on the basis of “pen- 
alties,’ “obligations,” and “prohibitions” 
that causes the difficulty. 

Mr. Crabbe referred to the Ohio-New 
Jersey-Pennsylvania current retaliatory 
melee. Ohio has a monopolistic state 
workmen’s compensation fund and 
workmen’s compensation and employers 
liability have been removed from the 
field of private insurance. The prohibi- 
tion applies to domestic as well as for- 
eign companies so there is no discrim- 
ination. Nevertheless Pennsylvania and 
New Jersey recently determined that 
under their retaliatory laws, Ohio in- 
surers were prohibited from writing 
compensation or employers liability in 
those states. 


New Jersey-Ohio Setto 


Then, since New Jersey does not per- 
mit the writing of the personal property 
floater, Ohio is requiring New Jersey 
insurers to show cause why they should 
not be barred from writing the P.P.F. 
in Ohio. 

In prohibiting Ohio insurers from 
writing compensation, the New Jersey 
department takes the position that the 
commissioner would be guilty of mis- 
feasance or nonfeasance in office for 
failing to retaliate because of the man- 
datory language of the statute. This, 
Mr. Crabbe said, suggests the possibil- 
itv of obtaining relief by changing the 
mandatory language to permissive lan- 
guage. If retaliation were a matter of 
discretion, a committee such as that sug- 
gested by Mr. Justice might then per- 
form a useful function. However, under 
the present mandatory language, the 
commissioners probably will continue to 
say they have no discretion in the mat- 
ter of retaliation. 

McCormack of Tennessee, chairman 
of the executive committee, said he fa- 
vors a uniform act with emphasis upon 
features other than deposits of compa- 
nies and brokerage fees. He mentioned 
the fact that under the non-resident bro- 
kerage law of Kentucky a licensed non- 
resident broker is denied the privilege 
of handling business on public property. 
Mr. McCormack expressed the belief 


Oakland Unit No. 1 


The Oakland agency of A. C. Nelson 
captured top honors for 1943 among all 
Mutual life offices 
in point of actual 
volume and also on 
what is known as 
“agency require- 
ment.” This is the 
first time in 17 
years that aun 
agency outside of 
New York City has 
led the country for 
Mutual Life. The 
agency obtained 
220% of its re- 
quirement for the 
year. 

The agency is 
only seven years old and during 1942 
lost two-thirds of its leading producers 
on account of the war. R. W. Benofsky 
of the agency paid for $783,288. That 
was his second contract year. 


AJ S.. Medical Men 
to Discuss War-born 
Selection Problems 


War conditions and the selection prob- 
lems they present will be considered in 
addresses at the annual meeting of the 
Medical Section of the American Life 








A. C. 


Nelson 


Convention, at the Edgewater Beach 
hotel, Chicago, June 22-23. Dr. R. C. 
Voss, assistant medical director Pan- 


American, is program chairman. 
Commander F. J. Braceland of the 
navy’s bureau of medicine and surgery, 
Washington, will speak on neurotic con- 
ditions in troops returning from combat 
duty. His address will be discussed by 
Dr. R. A. Moser, medical director Amer- 
ican Reserve Life, and Lieut. Comm. J. 
R. B. Hutchinson, medical director Aca- 
cia Mutual, who is section vice-chair- 


man. 
“World-Wide Underwriting” will be 
taken up in a talk by Dr. J. A. Avrack, 
vice-president and medical director 
United States Life, in a talk which will 
be discussed by Dr. R. C. Montgomery, 
medical officer Manufacturers Life, To- 
ronto, and Dr. J. Travenick, medical di- 
rector Occidental Life of California. 


Talk on Tropical Diseases 


Dr. E. L. Faust, head of the tropical 
disease department Tulane University, 
will speak on “Problems of Tropical 
medicine in the United States—Past, 
Present and Future,” and his paper will 
be discussed by Dr. K. W. Anderson, 
medical director Northwestern National, 
and another medical man whose name 
will be announced later. 

There is to be a paper on “Factors 
Which May Influence the Trend of Mor- 
tality,” by Leigh Cruess, vice-president 
and manager of selection Mutual Life of 


New York. Pearce Shepherd, second 
vice-president and associate actuary 
Prudential, and Dr. G. G. Thompson, 


medical director Northern Life of Se- 
attle, are to lead the discussion of this 
subject. 

Other program details soon will be an- 
nounced by Dr. Voss. 


No Trust Fund Bill in Miss. 


At the meeting of the N.A.L.U. na- 
tional council at Buffalo the statement 
was made that the Mississippi legisla- 
ture had just passed a law permitting 
investment of trust funds in life insur- 
ance. This seems to be incorrect. Senate 
bill 44 which has been signed by the 
governor changes the old law so as to 
allow investment of fiduciary funds in 
building and loan and savings associa- 
tions, but life insurance is not men- 
tioned. 





that ite 4 is itt ‘advised legislation and 
he said Tennessee should have the right 
to apply the same standard against 
Kentucky agents and companies. 
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Statistical Group’ Ss 
Program Ready 


Will Meet April 19-21 
at Omaha; Number of 
Life Men to Appear 


The program has been completed for 
the annual meeting of the Insurance 
Accounting and Statistical Association 
at the Fontenelle Hotel, Omaha, April 
19-21. Directors and officers will meet 
April 10. Insurance Director Fraizer of 
Nebraska will give the welcoming ad- 
dress April 20, and then L. E. Wilkins, 
executive vice-president of Kansas City 
Fire and Marine, will give the presi- 
dent’s address. 

V. J. Skutt, vice-president) United 
Benefit Life, will present “Changing 
Concepts of Insurance Functions,’ and 
W. M. Jeffers, president Union Pacific 
Railroad, will make a talk. 


General Session Program 


At a combined meeting ot all sec- 
tions the afternoon of April 20 R. L. 
Hughes, statistician of Guarantee Mu- 
tual Life, and vice-president of the as- 
sociation, will preside. J. J. Dean, Jr., 
accounting supervisor of Commonwealth 
Life, will discuss “Pay Roll Account- 
ing for Field and Salaried Employes”; 
W. H. Crawford, secretary Loyalty 
group, Pacific department, “Origin and 
Purpose of Layer Cake Tabulating 
Card”; and Revel Chapman, Standard 
Register Co., “New Developments in 
System Improvements”; Claude Mahan, 
International Business Machines Cor- 
poration, “The Effective Use of 
Punched Card Equipment and Person- 
nel,” and W. L. Schwenker, Remington 
Rand, “Punch Card Planning for In- 
surance Companies During and After 
the War.” 


Life Section Session 


The morning of April 21 there will 
be a business session, and in the after- 
noon the life section will meet. Hudson 
J. Stowe, assistant actuary Manufac- 
turers Life, will preside. Glenn Waters, 
supervisor tabulating division Kansas 
City Life, will deal with “Premium No- 
tices From Punched Cards”: F. J. 
Gadient, actuary Modern Woodmen, 
“Handling the Standard Dividend Op- 
tions With Punched Cards”; L. C. 
Knopp, assistant actuary National Life 
and Accident, “Industrial Policy Writ- 
ing and Related Records”: Walter B. 
Lehmkuhl, secretarv American Reserve 
Life, “Small Company Accounting Made 


Easy,” and J. W. Hughes, assistant ac- 
tuary Security Mutual Life, “Punch 
Card Preparation of Rate Book and 
Policy Values.’ An informal discussion 


will follow on personnel problems and 
postwar plans for use of mechanical 
equipment. 

In spite of war conditions there will 
be exhibits and demonstrations of equip- 
ment. 





How Annuity Takes Shock 
Out of Living to 100 





Equitable Society delivered — with 
something of a flourish the other day 4 
check to an annuitant who recently at 
tained the age of 100 years. She is Miss 
Eliza H. Pigot of Eatontown, N. J. The 
check was presented by Paul Lee of th 
Prosser & Homans agency of New 
York together with a letter from Vice- 
president W. J. Graham and a_ flora! 
tribute from the home office. 

The annuity contracts under which 
Miss Pigot has received an income for 
more than 27 years were issued in 1916 
and 1917 to her and her brother jointly. 
As the survivor she has drawn the full 
amount of the annuity since 1933. From 
the $21,658 invested when she was if 
her 73rd year, total annuity payment: 
aggregating $48,950 have been made 
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Another Hearing 
on Insurance Bill 


O'Mahoney Continues 
Criticisms at Judiciary 
Subcommittee Session 





WASHINGTON — After several 
hours’ testimony, hearings before the 
Senate judiciary subcommittee on the 
Bailey-Van Nuys states’ rights insurance 
pill were temporarily closed March 30. 
Senator McCarran, who succeeded the 
late Senator Van Nuys as chairman, in- 
dicated that hearings probably would be 
resumed later, following a meeting of 
the full subcommittee to determine how 
much further it wants to go and what 
witnesses it will call. 

Most of the testimony last week dealt 
with the report of the Civil Aeronautics 
Board on aviation insurance. Oswald 
Ryan, commissioner of the CAB, and 
Dr. S. S. Huebner, University of Penn- 
sylvania, consultant for the CAB on the 
aviation insurance study, were the chief 
witnesses. Senator O’Mahoney of 
Wyoming did a lot of questioning and 
drew a number of conclusions to point 
his argument that Congress should re- 
tain control of the insurance business 
and not relinquish that control by pass- 
ing the state’s rights bill. 


Power Remains in Congress 


E. L. Williams, president Insurance. 


Executives Association, appeared briefly 
at the close of the hearing in a rebuttal 
to some of the statements made by 
O’Mahoney. Mr. Williams said that the 
insurance bill does not mean that Con- 
gress is giving up any power, but simply 
lets the matter remain in status quo 
where Congress can act if it wants to. 
If the Supreme Court holds insurance is 
commerce, Congress can of course regu- 
late it, Mr. Williams declared. The bill 
would not interfere. 

Senator O’Mahoney said he did not 
want the record to indicate that he is 
contending the Sherman law should ap- 
ply without reservation to the insurance 
business. He said he had not reached a 
conclusion on that point. However, he 
said that that is not an issue. He said 
the insurance bills say the law shall not 
apply, which opens wide the gate to 
those groups organized by insurance in- 
terests to write their own tickets. 

“The insurance people ought to come 
here and ask for positive legislation they 
desire, rather than for negative legisla- 
tion by which Congress eliminates itself 
in the field,’ O’Mahoney asserted. 

At one point he analyzed the bill to 
give his point of view. The effect of 
one provision he said, would be that the 
anti-trust laws would not apply to fire, 
casualty, aviation or other lines of in- 
surance. Further, they would not apply 
to “acts” in that business. 

“If at any time in the past or future 
any group of insurance companies may 
enter into combination in restraint of 
trade or adopt monopolistic practices, 
they could not be called to account 
under federal law,” he declared. “The 
third phase of the bill is that the anti- 
trust laws shall not be regarded as im- 
Pairing the regulation of insurance by 
the state. It is obvious that these laws 
do not and cannot impair the power of 
the states to regulate insurance. I have 
regarded that the third prong of the bill 
is the publicity prong, the element de- 
signed to convince the people and the 
legislators that it should be passed as 
a states’ rights measure. It is not a 
States’ rights bill, but a bill to protect 
area interests from the laws,” he 
said. 

Representative Walter declared that 
the reason fire insurance companies have 
shown an interest in the bill is because 
of the attempt of the executive branch 
of the government to amend the law, to 
repeal existing law, without bothering 
to submit the matter to Congress. “This 
tendency of the executive to ignore 

















PAUL H. ROACH 


Paul H. Roach, district superintendent 
at Cleveland for American United Life, 
is the top producer in the company’s 
new “Craftsman’s Club” for its inau- 
gural years. The club is composed of 
those who excel in paid-for volume, high 
average-size policy, and persistency rat- 
ing. Mr. Roach gains the title of “Gen- 
eral Craftsman” and a certificate of ex- 
cellence. 

Mr. Roach also won the title of first 
vice-president of the 1943 Field Club. 








Congress must be curbed,” Walter de- 
clared. ‘‘The way to stop it is to enact 
this legislation. Then, if there is to be 
regulation, let us do it in an orderly 
way.” 


Question Pension 
Amount on Certain 


War Contracts 


WASHINGTON — War department 
officials are understood to have raised 
the question about the amount allo- 
cated to the cost of pension systems that 
should be allowable under cost-plus-a- 
fixed-fee contracts. The question is said 
to have arisen in connection with cer- 
tain munitions plants contracts. 

Lieut. Col. Harold L. Plumley of the 
war department insurance division is 
reported to have been making a survey 
of the situation. 

Besides munition plants, certain avi- 
ation or aeronautical plants are said to 
be interested. 

The report is that certain cost-plus-a- 
fixed-fee contractors with the war de- 
partment have liberal employer-employe 
relationship plans for pensions, retire- 
ments, group life insurance, etc. Among 
those specifically mentioned are Du- 
Pont, Hercules Powder Co. and Atlas 
Powder Co. 


Employes Often Contribute 


War department contracting bureaus 
are said to have approved such plans 
under cost-plus-a-fixed-fee contracts 
when they have been deemed proper 
and necessary by the contractors, Em- 
ployes often contribute to such plans, 
it is understood. 

Recently, it is reported, there has 
been a disposition to question whether 
the government should bear the load of 
pension or retirement plans as part of 
the contract costs, and the war depart- 
ment insurance division headed by Col. 
Reese Hill has taken up the matter. If 
pension plans are to continue includable 
in contract costs, it has been suggested 
there should be a ceiling limit. 

Officials say that many temporary em- 
ployes have been taken on by contrac- 
tors operating plants for the war de- 











WILLIAM H. KINGSLEY 
Chairman of the Board 





The Carpenter’s Arm 


One of our cashiers tells us of a policyholder who came into 
the office to discuss methods of continuing his insurance in 
force without his being able to pay the premium in cash. The 
cashier gave him a note to sign and noticed that he had great 
difficulty in signing his name. He explained that he had not 
worked for some time at his trade as carpenter due to an ail- 
ment in his right arm. He and his wife had been dependent 
on relatives and charity for assistance. 


The cashier did not say anything to him at that moment, 
not wishing to build up false hopes, but at once wrote to the 
company’s claims department, explaining the circumstances— 
there was a premium due the next day, the 60th birthday on 
which the disability clause would automatically expire. 


The claims department wrote back that a disability claim 
would be approved, and then the cashier got in touch with the 
insured and had him put in a claim. 


Since that time (about a year ago) the insured has been 
receiving $25 a month disability payment, and since the doc- 


tors say they may not be able to relieve his condition he may 
continue for the remainder of his life. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
President 
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U. S. Chamber Ca! 
off Annual Muster 


President Johnston States 
It Makes a Useful 
Contribution to War Effort 


WASHINGTON-—lIt is announced by 
the United States Chamber of Com- 
merce that its annual meeting which 
was scheduled to be held at the Wal- 
dorf-Astoria, New York City, May 3-5, 
has been postponed and no consideration 
has been given to a future date. Paul 
L. Hardesty, manager of the insurance 
department, had planned on an insur- 
ance luncheon meeting at the hotel with 
an unusual and significant program fea- 
turing “Insurance and the Public.” It 
was thought this would be a most de- 
sirable topic and would bring together 
a large gathering of insurance execu- 
tives representing all departments of the 
business. 

President Eric A. Johnston of the 
chamber states that it is willing through 
public interest to relinquish its annual 
meeting as a contribution to the war 
effort. The U. S. Chamber has never 
before missed an annual meeting in its 
32 years of existence. He said that the 
action of its board was largely influ- 
enced by the growing demands of rail 
transportation facilities. Approximately 
half of the Pullman car accommodations 
are today being used for the organized 
movement of armed forces. 
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partment and many of these employes 
are contributing towards the pension 
plans. 

The fear has been expressed in some 
quarters that the government is bear- 
ing the load under this system. What 
is going to happen, it has been asked, 
when many temporary employes of the 
war department contractors drop out 
of the picture after the war? Under 
commercial group life plans, it is said, 
the individual’s share is convertible 
when he leaves an employer and takes 
another job. 





Dinner to Feature Zone 4 
Commissioners’ Parley 


LANSING, MICH.— Dates for the 
Zone 4 meeting here of the National 
Association of Insurance Commission- 
ers have been advancd a day to April 
11-12. Commissioner Viehmann of Indi- 
ana is zone chairman. 

Commissioner Forbes of Michigan, as 
host, has invited his predecessors in the 
Michigan department to be present and 
former Commissioners Eugene Berry, 
Detroit; John G. Emery, Grand Rapids, 
and Charles E. Gauss, Marshall, all have 
indicated they will be present for the 
dinner April 11. Colonel Emery will 
serve as toastmaster. In addition to the 
commissioners within the zone, Com- 
missioner Crabbe of Ohio and his chief 
examiner have been invited as well as 
the Ontario superintendent. 

Governor Kelly will speak at the din- 
ner, along with Commissioner Johnson 
of Minnesota, vice-president of the Na- 
tional association, and Commissioner 
Viehmann. 

On April 11, examiners will meet in 
the morning, commissioners in the after- 
noon and a joint session will be held 
the morning of April 12. Following 
that the visitors will be taken to the 
Ford bomber plant at Willow Run. 
Later they will be taken to Jackson 
state prison for dinner and a program. 


Chapman Speaks in Richmond 


L. W. S. Chapman of the Sales Re- . 
search Bureau addressed the Life Agen- 
cy Managers of Richmond on “Man- 
aging the Manager.” He analyzed and 
observed life insurance distribution in 
hundreds of agencies and in the home 
offices of more than 130 member com- 
panies, 
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Twentieth 
Place... 


During 1943, this 
Company moved up 
two places to rank 20th 
among all Companies 
on total life insurance 
in force. 


Congratulations 
to our field organization 
whose efforts had so 
much to do with bring- 
ing this about. 


NatTI IQNAL LIFE 


AND AACCIDENT 
InsunanceCompanylne 


NATIONAL 
a wil 








LIFE AND 


ACCIDENT 
INSURANCE 
















HOME OFFICE 


NASHVILLE 


TIONAL BLDG. 


TENNESSEE 











War Appetite 
for Insurance to 


Continue: Jaqua 


INDIANAPOLIS—From a study of 
the programs and practices of a large 
number of outstanding producers, A. R. 
Jaqua, associate editor of Diamond Life 
Bulletins, gave the Indianapolis Associ- 
ation of Life Underwriters a good stock 
of practical selling suggestions at a 
meeting held jointly with the C. L. U. 
chapter. 

Sincerity and firm belief in the prod- 
uct they have to sell Mr. Jaqua found to 
be a common attitude of mind on the 
part of big producers. They believe in 
life insurance and have a burning desire 
to extend its benefits to as many persons 
as possible. 

On top of this they are systematic in 
their persistence in keeping the flow of 
details moving across their desks. With 
many who are less successful, it would 
appear it is a big problem as to how to 
keep busy, because of lack of a working 
system. He illustrated this point with 
citations of the practices of named indi- 
viduals he had interviewed. 


Nests of Prospects 


Many large producers have what Mr. 
Jaqua termed “nests” of prospects and 
clients. Some specialize on the medical 
fraternity, others on luncheon club mem- 
bers and similar groups whose problems 
and peculiar interests they study. Some 
producers have several such “nests.” 

Mr. Jaqua said it is always easier to 
“show” how a thing should be done than 
to “tell” how. He first threw his coat 
on the floor, then asked someone to tell 
him how to put it on. By his well- 
feigned awkwardness, he showed how 
directions could be misunderstood as he 
fumbled around trying to put on the 
coat as he was “told” to. It was then 
demonstrated how simple it became 
when he was shown how to put it on. 

He discussed the future of life insur- 
ance selling and has an optimistic belief 
that incomes will continue to be high 
after the war. Group sales are revealing 
the value of life insurance to many new 
buyers. Salary savings now made pos- 
sible through bond purchases will also 
make many inclined to keep up the prac- 
tice later by buying life insurance. Men 
in service are being sold life insurance 
by the government, and will be ready to 
buy on their own initiative after return 
to civil life, Mr. Jaqua believes. 

He does not believe that the satura- 
tion point in life insurance has been 
even approached and thinks that it never 
will be reached. 

All big producers have the faculty of 
presenting life insurance as a good bar- 
gain. He showed how certain policies 


can be thus presented. The juvenile pol-: 


icy costs approximately half as much at 
10 as it would at 35, and multiplies in 
value by 65. He showed how annuities 
can be sold as bargains. 

Mr. Jaqua used no notes, presented 
his subject, which was “Something for 
Everybody,” and used a pleasant con- 
versational style of address. He packed 
a lot of usable information in the brief 
30 minutes he talked. The meeting was 
very well attended. 





Scheufler Issues Warming 


JEFFERSON CITY, MO.—Superin- 
tendent Scheufler has notified all life 
companies authorized to do business in 
Missouri that only agents, brokers or 
solicitors licensed by Missouri will be 
permitted to solicit or write life insur- 
ance in or on any military post, camp, 
station or reservation in the state. The 
company for which the business is so- 
licited must be licensed in Missouri. 
Superintendent Scheufler invites re- 
ports of any violation. 





Program for Baltimore Congress 
Speakers at the Baltimore sales con- 

gress April 14 at the Lord Baltimore 

Hotel will include D. C. Davis, vice- 








Legislators to Be Agents 
for Alberta Fund 


Members of the Alberta legisla- 
ture are now authorized to sell 
insurance as agents of the prov- 
ince’s government-owned and op- 
erated insurance offices under a 
bill which has been passed. The 
question of remuneration is left 
up to the individual legislator, al- 
though none are expected to re- 
fuse commissions. 

At the end of 1943 the Alberta 
provincial fund had $897,128 life 
insurance in force. Its 1943 in- 
come was $16,759 and expendi- 
tures $17,682. There is $33,848,080 
fire insurance in force, $15,050,252 
of which is reinsured. 








president and general counsel National 
Life of Vermont; T. W. Foley, general 
agent, New York City, State Mutual; H. 
P. Gravengaard, associate editor “Dia. 
mond Life Bulletins’ of THE NATIONAL 
UnNpERWRITER; R. W. Stowell, agent of 
John Hancock at Bridgeport, Conn., and 
Ben H. Williams, director of training 
Mutual Life. 
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WILL NOT THINKIA 
OVER-ENTHUSIASTIC IN MY 
PRAISE OF MR. RUST’S 
STUDY, “FINANCIAL SECUR- 
ITY UNDER TODAY’S ECO- 
NOMIC CONDITIONS” (April 
mailing). 

x O* 


HERE IS THE COM- 
PLETE STORY told as 
never before of the problems 
of today’s investor, of today’s 
middle-bracket citizen, in his 
attempt to accumulate capital 
and to secure a decent income 
from it. 
* * * 


MR. RUST has made an espe- 
cially careful analysis of the 
problem of securing a retire- 
ment income, setting up com- 
parative tables, proving in dol- 
lars and cents the case for life 
insurance. 


+ + 


eH: 3S: bp yo eee N 
TURNS to the problems of 
the older man who needs a 
maximum income from a mod- 
est sum of capital. Again 
MR. RUST proves life insur- 
ance the only answer. 


* % oe 


PRELIMINARY DISTRIBU- 
TION is limited to “Manage- 
ment Plan” members. If your 
manager is a member, ask him 
to lend you his copy tomorrow. 
IT IS THE ROAD TO THE 
SALE OF MILLIONS OF DOL- 
LARS OF INSURANCE. 


BAUL SPEICHER 
Managing Editor 


THE INSURANCE 
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A light left burning 


Ir says: This is it. The home you love. The people 
who love you. It burned when you came home from 
your first “late” dance. Perhaps it said then only that 
mother was up, or waiting! But as you go through 
life, it becomes more and more a constant symbol of all 
you believe in and work for. Life insurance is like a 
light left burning, for it, too, becomes as the years go 
by, an inextinguishable flame that says: This zs it. 
Your home and the people you love are safe, whatever 
happens. When you turn that light a little brighter by 
adding to your life insurance, let a Northwestern 


Mutual agent show you just how the difference be- 
tween his company and others will help you every time 
a premium comes due. And our policyholders will tell 
you, from their own point of view, why no company 
excels Northwestern Mutual in that happiest of all 
business relationships—old customers coming back 
for more. }* # Send for the little folder Facts—to help 
you make an important decision. It’s the simple, un- 
adorned story of this company ... ranking 6th in assets 
and 8th in life-insurance-in-force among the 304 
American life insurance companies. 
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Right at ther fingertips 


AN INTERESTING BOOKFUL 

OF POTENT SELLING FACTS 

ABOUT THEIR COMPANY FOR 
—UNION CENTRAL AGENTS—— 


THE UNION CENTRAL 
LIFE INSURANCE CO. 


* *, Lududing information contained in the . 
Financial Statement as of December 31, 1943 








A good example of the kind of powerful sell- 
ing aid given to U.C. men and women by their 
home office. 

It contains a thorough analysis of more than 
twenty different facts about Union Central 
that might influence a prospect’s decision. It 
is just another reason why Union Central 
representatives like to work for this old, stable 
company ... Why they consistently make the 


statement that U.C. is an “Agent’s organi- 


zation” ... from top to bottom. 











The Union Central 
Life Insurance Company 


Cincinnati, Ohio 


Over $475,000,000 in ASSETS 





Women as Senate 
Good Material, 
Sexton Says 


Quality of life insurance sold and sales 
techniques suffer not at all when admin- 
istered by well trained women agents, 
Leo Sexton, regional manager of John 
Hancock, Chicago, told the Life Agency 
Managers there. John Hancock has 
recruited many hundreds of industrial 
agents since the war started. In the 
Chicago area more than 100 women are 
working on that company’s debits. 

Mr. Sexton presented earnings figures 
of the women agents as derived from a 
home office study. He said 560 women 
earn more than $44 weekly, there being 
26% earning over $55, 11% over $65 and 
4% over $75 a week 
Question of Separate Standards 

“The women progress at least as well 


as do the men,” he said. “Should we 
distinguish between men and women 
agents?” He pointed out the numerous 


women’s divisions formed by agencies 
throughout the country, but said many 
managers feel women should have equal 
responsibilities and opportunities with 
men agents. 

“The idea of using women agents is 
fundamentally sound,” he said, “but it 
depends on proper recruiting, training 
and supervision.” 

Women who entered the business in 
the past sought life insurance careers in 
spite of the extra difficulties created by 
their sex. A large percentage of them 
survived, he said. 

The main problem is to find the right 
women. Mr. Sexton does not believe 
there is any formula that can be em- 
ployed in recruiting women; there is no 
best type. Life insurance selling offers 
women great advantages: Opportunities 
to make money, with no ceiling; no mo- 
ratorium on earnings while going 
through contract renegotiation; security; 
freedom of enterprise; company supplies 
all the equipment, forms, training, edu- 
cation, coaching, free rent, collection 
service; a product with universal appeal 
and public acceptance; unrestricted cli- 
entele, for all practical purposes; unre- 
stricted 52 pay-days per year. 


Widows Make Fine Agents 


Self-supporting widows appear to offer 
a fine field in which to select agents, he 
said. These can present sincere and 
convincing reasons for buying life insur- 
ance from personal experience of a pol- 
icy in action; they often are most ca- 
pable. 

They can be found by consulting claim 
registers, undertakers, clergymen, physi- 
cians, etc., to find women whose hus- 
bands recently died. The U. S. Employ- 
ment Service is another source. 

“Today’s opportunity,’ Mr. Sexton 
said, “is that never has it been so easy 
to create a solid background for any 
agent we induct. Paying for life insur- 
ance is an objection we rarely encounter 
any more. Girls are getting $25 to $30 
salary a week where they used to get 
$10 to $12 from the five-and-ten stores. 
It doesn’t take as much time now in an 
agency to do the collection work as it 
did five years ago, therefore there is 
more time to solicit business.” 

Mr. Sexton is a former Olympic 
champion shot-putter and before going 
to Chicago early this year was in_the 
field training department of John Han- 
cock at the home office. 

E. W. Hughes, Massachusetts Mutual, 
chairman, presided. C. B. Stumes, Penn 
Mutual, legislative chairman, urged 
members to join the Illinois Insurance 
Federation to back its legislative pro- 
gram. B.C. Howes, Berkshire, reported 
plans for the managers conference 
April 21. 





McCarter Resigns from Am. Natl. 


Grady S. McCarter, vice-president in 
charge of ordinary agencies of Ameri- 
can National for eight years, has re- 
signed. He has not announced any fu- 
ture plans. 
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Prockient! Life Is 


the Leader in 
North Dakota 


Four consecutive years of leadership 
in the volume of life insurance sold in 
North Dakota is the record just estab- 
lished by Provident Life of Bismarck. 
Official tabulations of the 50 legal re- 
serve companies operating in North 
Dakota by the insurance department 
show that in 1943 the Provident wrote 
$5,314,923 on lives of North Dakota 
citizens. New York Life with a vol- 
ume of $3,651,120 again ranked second. 

In commenting on these figures, 
Agency Vice-president Joe Dickman 
pointed out that Provident showed a 
45% increase in North Dakota business 
in 1943 as compared with an average 
increase for all companies of 18%. 
Total insurance in force in the state 
showed a gain of 7%, but Provident’s 
increase was 20%. 

Provident Life also operates in South 
Dakota, Minnesota, Montana, Oregon 
and Washington. Total insurance in 
force now exceeds $40,000,000. 





Seek Housing Project Law 
in Pennsylvania 


PHILADELPHIA — Special legisla- 
tion to enable life companies to invest 
in low-cost housing projects in Penn- 
sylvania is being sought by Mayor 
Samuel who has urged Governor Martin 
to include such measures before the 
special session. Under the present law 
life companies can’t hold real estate 
more than five years, except home office 
buildings. 

The Philadelphia “Inquirer” has been 
running a special series of housing 
articles and quotes J. A. Stevenson, 
president Penn Mutual Life, as endors- 
ing the housing program financed by 
private capital. Penn Mutual has been 
studying housing projects as a new ave- 
nue for investments. 





Bankers Life Selling Bonds 


Bankers Life of Des Moines will mar- 
ket $4,825,000 of its holdings of munici- 
pal bonds on the New York Stock 
Exchange. Two large blocks of Cali- 
fornia municipal bond holdings, total- 
ing about $3,000,000, are included. These 
are holdings in the Metropolitan Water 
Company of Southern California and 
Golden Gate Bridge & Highway Com- 
pany. They are being marketed because 
it is considered advantageous to sell 
them at this time. 





Sound—Progressive 


ONSERVATIVE Manage- 

ment, Financial Strength 
and unusual promptness in 
meeting obligations have 
won for this Company a 
commanding position among 
Financial and Insurance In- 
stitutions and in the lives of 
its thousands of policyhold- 
ers. Agency relations are 
most agreeable, helpful and 
lucrative. 


SCRANTON LIFE INSURANCE 
C0. 


SCRANTON, PA. 
W. P. STEVENS, PRESIDENT 
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U. S. ene ‘eene, 
Scheduled S. S. Conference 
in Chicago in May 


WASHINGTON — The directors of 
the U. S. Chamber of Commerce have 
postponed a second conference on social 
security proposed under the auspices of 
the chamber. It had been tentatively 
scheduled for May in Chicago. 

The announced reason is transporta- 
tion difficulties, but there are under- 
stood to be others. There is a political 
campaign on, with both national conven- 
tions scheduled for Chicago. There is 
also important social security legislation 
pending in Congress. The Office of 
Defense Transportation is trying to 
curtail travel to conventions and similar 
meetings. That situation in part ac- 
counted for the chamber’s decision to 
postpone indefinitely its annual meeting 
that had been scheduled for New York 
in May. 

At the recent board meeting here a 
preliminary report from the committee 
on social security was presented by 
Marion B. Folsom. Action was deferred 
by the board until its next meeting. 
The committee report is not, therefore, 
available, but an announcement concern- 
ing it stated that it set forth the com- 
mittee’s conception of the place and role 
of a social security system in a free 
economy, with emphasis on individual 
and group provisions for periods of need, 
together with subsistence protection 
provided through public action. 

Existing provisions for social security, 
both public and private are summarized, 
and recommendations for the postwar 


period with respect to unemployment 
compensation, old age and health insur- 


ance are made. 

Still another federal agency has been 
proposed by Civil Aeronautics Board, 
states the U. S. Chamber. This one 
would determine whether premiums for 
aviation insurance are fair and reason- 
able. CAB reports it has been unable 
to determine that. 


Rhode Island Department 
Reports on 1943 Results 


New business last year in Rhode 
Island totaled $106,838,311 and total in 
force was $958,344,075, the insurance 
department reported. The new business 
included $56,340,391 ordinary, $29,443,- 
478 group and $106,838,311 industrial. 

Insurance in force was composed of 
$602,328,950 ordinary, $77,187,207 group 
and $269,843,630 industrial. There was 
an increase of $42,972,515 in force in 
the year. 

John Hancock led in 
business in the state in 1943 with $12,- 
076,998; Metropolitan $9,988,242; Pru- 
dential $4,839,347; Massachusetts Mu- 
tual $3,949,717. Leaders in force were: 
Metropolitan $157,963,505; John Han- 
cock $88,489,976; Prudential $56,465,800; 
Massachusetts Mutual $41,583,202; New 
York Life $24,216,965. 


Tri-Cities Association Holds 
Outstanding Meeting 


W. P. Worthington, agency vice- 
president of Home Life of New York, 
and E.R. Gettings, general agent North- 
western Mutual Life, Albany, and presi- 
dent New York State Life Underwriters 
Association, were the speakers at a well- 
attended meeting of the Tri-City Life 
Underwriters Association. The meet- 
ing was at Troy, N. Y., the other cities 
in the organization being Albany and 
Schenectady. 

Conviction, sincerity and enthusiasm 
rather than well-organized sales proce- 
dures, policy contracts, net cost, com- 
pensation plans, or previous sales ex- 
perience constitute the common denom- 
inator of success in life insurance selling, 
said Mr. Worthington. The amount of 
insurance a man owns before entering 
the business is important for few are 
clever enough to sell others if they are 
not sold themselves. Salesmanship is 
about 90% conviction and sincerity, and 


ordinary new 





it doesn’t matter much what the other 
10% is if it is honest. A natural result 
of sincerity and conviction, enthusiasm, 
he said, is not necessarily of the effer- 
vescing type which the high-powered in- 
dividual exudes but is something that 
each person expresses in his own way. 
Mr. Gettings made a powerful appeal 
for membership in the association. He 
stressed the public relations angle, point- 
ing out that the association is the voice 
of the agents on legislative matters and 
that it is through the association’s work 
that the standards and prestige of the 
agent are raised—a vital factor since in 
the final analysis it is the agent operat- 
ing in his home territory from whom the 


public gets its ideas of life insurance, 
and these ideas in turn have a powerful 
influence with legislators and with pros- 
pective buyers. 





Pan-American Bouquet Formed 


At the 32d anniversary of Pan-Ameri- 
can Life a huge novel bouquet of red 
roses was presented to the company’s 
founders, President Crawford H. Ellis, 
E. G. Simmons, executive vice-presi- 
dent; Eugene J. McGivney, vice-presi- 
dent and general counsel, and Marion 
Souchon, vice-president and medical di- 
rector. 

The bouquet took shape when attrac- 


7 


tively printed red roses, attached to ap- 
plications reached the home office. Each 
rose was attached to a large display 
board which had previously been out- 
lined with a large basket of green leaves 
and fern. Gradually as the roses were 
added the picture was transformed into 
a mammoth bouquet. 





Manhattan Life Report 


Manhattan Life reports in 1943 its in- 
surance in force gained $10,844,163. New 
paid-for insurance totaled $18,468,677. 
Assets increased $2,364,593 to $28,690,- 
250. Payments to policyholders amounted 
to $1,940,158. 
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a local manufacturing concern. 


| November 25, 1940- 


ness in the W. 
January, 1941— Agent called 
Mr. W., 
through insurance, 


May, 1941—- Took Mr. W. 


$10,000 additional. 


June, 1941- 
| “New Englander” 


Delivered the 


needs to his capacity to buy. 
over a three-year period, but there is more yet to come. 


November 20, 1940— Our agent received from the 
home office a Sales Service Bureau lead advising him 


that a Mr. W. had been appointed an engineer for 


that Mr. W. allow him to review his policies, but sick- 


back, 
found out what he hoped to accomplish 
then coordinated his policies 
consisting of $20,000 insurance already owned. 

*sapplication for $10,000 


Ordinary Life, prepaid, and got permission to order 


extra 


(term contract) basis. 





1 NEM Sales Service Bureau Lead 


+ 


1 Intelligent and Persistent Career Underwriter 


$87,000 Insurance on Two Lives 


Showing what happens when a resourceful fieldman relates his prospect’s 
True, the sale of the first $87,000 took place 


Agent called and suggested 


April, 1942— Converted the latest “New Eng- 
family made postponement advisable lander,” and in following year worked closely with 
' Mr. W. on revising and enlarging his original ob- 


interviewed 


November, 1943— Delivered an additional $15,000 


$10,000 on a on Mr. W. 


October, 1941—Converted the $10,000 ‘‘New init second child arrives, he will want another 
Englander” policy. $7,000 Single-Premium Educational policy. 
,’ = - . - r 
Agent S comment:—* Results came from a sincere effort to help Mr. W. ap- 


praise his own situation, but [ could not have accomplished this without the Com- 
pany’s ‘Coordinated Estates’ plan, and, of course, the lead from the Sales Service 


Bureau made the whole thing possible.” 


NEw ENGLAND MUTUAL 
Life Insurance Company of BOSTON 


GEORGE WILLARD SMITH, President 


December, 1941— 
another $10,000, on approval. 


February, 1942— Delivered the $10,000, again on 
i “* New Englander” 


jectives due to increased income. 
August, 1943— Took Mr. 
$25,000 Ordinary Life and $10,000 Single-Premium 
Life; also a Single-Premium $7,000 16-Year Edu- 


cational Endowment policy on Mrs. W. 


, bringing his own total to an even 


100,000. Mr. W. 





Mr. W. examined for 


Had 


basis. 


W.’s application for 


informed agent that as soon as 





FIRST MUTUAL LIFE 
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COMPANY CHARTERED 


IN AMERICA-—1835 
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Guardian Announces 


A HOME OFFICE 
PENSION PLANNING 
SERVICE 





O meet the ever-growing interest on 

the part of employers in pension 
plans, The Guardian Life has a special 
Home Office Department, devoted ex- 
clusively to pension plans. 


Here is what this department offers: 


TO THE UNDERWRITER— 


Complete Home Office service in the 

preparation of pension trust cases. 
This includes material for securing 
preliminary data, analysis of the 
problem, building of participation 
schedules, calculation of costs, and 
preparation of individualized propo- 
sals for prospective buyers. 


TO THE BUYER— 


Unique flexibility in building pension 
plans to meet the specific business re- 
quirements of each individual prospect 
—through the use of six new policy con- 
tracts created exclusively for pension 
trusts. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
NEW YORK CITY 


A MUTUAL COMPANY e ESTABLISHED 1860 





GUARDIAN OF AMERICAN FAMILIES FOR EIGHTY-FOUR YEARS 
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Big Market for 
Business Cover 
Is Pointed Out 


DETROIT — Possibilities for in- 
business life insurance sales 
were emphasized by H. P. Gravengaard, 
associate editor Diamond Life Bulletins, 
before the Detroit Association of Life 
Underwriters. 


Fully 70% of all business activities 


| are not now covered by business insur- 


;} ance—and all of them 


should be, Mr. 


Gravengaard declared. “Don’t give up 


| personal insurance but add business in- 


' and 


surance to your sales to round out your 
career.” 

The simplest form of business is the 
sole proprietorship. When the sole pro- 
| prietor dies, all of his assets, business 
personal, are in one basket. If 


| there are debts, all assets may be levied 





| 
| 





on to satisfy them. This usually means 
liquidation ot the business and from 
50% to 90% of the assets are likely to 
be lost. Insurance is the best means 
of insuring the passage of the sole pro- 
prietorship business to the son or the 
trusted employe whom the proprietor 
wishes to continue it. 


Insurance Best Answer 


In partnerships, when one partner 
dies his share of the business becomes 
part of his estate and subject to his 
debts. It is the surviving partner’s duty 
to liquidate the business at once if 
necessary to satisfy these debts. Again 
insurance is the best answer, providing 
funds to allow the surviving partner to 
buy out the other’s interest for cash. 
Each partner buys insurance on the 
other’s life and the problem is solved 
and the business saved. 

The closed corporation has an ad- 
vantage over the partnership; it con- 
tinues after the death of one of the ex- 
ecutives. However, the executor of this 
man’s estate can cause much trouble to 
the surviving members of the firm if the 
deceased man’s holding is large. He 
can, in fact, cause a complete upheaval 
in the business, unseating the other ex- 
ecutives, if the deceased was a majority 
stockholder. Business life insurance is 
the perfect answer to this problem. 


Cross-Insurance Plan 


The insurance program provides 
“cross-insurance’ among the owners, 
establishes the price at which each man’s 
holdings shall be evaluated in case of 
his death, and provides the funds to 
enable the surviving members to pay 
cash for these holdings and thus main- 
tain control of the business which they 
helped to build. Furthermore, if the 
evaluation of the holdings was fair at 
the time it was made, it will hold for 
taxation purposes. 

Profits are made by men and not by 
machines; no one would think of run- 
ning a factory without having the ma- 
chinery covered by insurance, yet a ma- 
jority of businesses do not cover their 
best assets, their brainpower. “It is our 
job to convince them of the error of 
their ways,” Mr. Gravengaard declared. 





Equitable Retirement Plan 

The item in last week’s issue about 
Equitable Society’s new retirement plan 
for its salaried managers was not cor- 
rect. The future service benefits will 
represent about 114% on the first $1 200 
of salary; 114% on the next $1,000; 2% 
on the next $22,000 and 1% on the re- 
mainder. 


Pay for 10 Million in Quarter 


The unusual record of over $10,000,- 
000 of new placed business exclusive of 
group life in the first quarter this year 
has been established by the Earl M. 
Schwemm Agency of Great-West Life 
in Chicago. This total is 50% greater 
than the agency’s entire paid volume in 
1942 and only a million less than the 
1943 placed business. 

A substantial volume in pension trusts 
and profit sharing trusts business was 





—= 


done in the first three months. Mr, 
Schwemm has established a special pen- 
sion trust division in the agency. Group 
business has had a remarkable growth 
in the agency in the last two years and 
especially in the last six months. J. A, 
Churchman is group supervisor in the 
agency. 


Bankers National Life 
Advances C. W. Huber 


Bankers National Life has advanced 
C. W. Huber from supervisor of under- 
writing to underwriting secretary and 
H. Carlyle Freeman and R. J. O’Brien 
from assistants to the superintendent of 
agencies to assistant superintendents oi 
agencies. Mr. Huber has been with the 
company since 1929 and is vice- -president 
and editor of the Institute of Home 
Office Underwriters. Mr. Freeman 
joined the company in 1936 and is a 
graduate of the Sales Research Bureau's 
agency management school. Mr. O’Brien 
also has been with the company since 
1936. He is on leave and was recently 
promoted to captain in the second air 
force. He is now at Colorado Springs. 


Sets Aside $750,000 to 
Restore Non-Can Benefits 
LOS ANGELES — Commissioner 


Garrison in his monthly report to the 
governor states that members of the de- 
partment have been engaged in research 
and conferences with officers and di- 
rectors of Pacific Mutual Life on the 
subject of further restoration of bene- 
fits to holders of non-cancellable acci- 
dent and health policies. “As a result,” 
he says, “the board of directors, with 
the approval of the commissioner, has 
authorized the setting aside of $750,000 
to be used for such restoration. The 
setting aside of this very substantial 
amount was made possible by reason of 
the very successful year enjoved by this 
enna 











Hl Going Abroad | 


in war-times is extremely hazard- 


ous. In most instances adequate | = 
life insurance is needed and abso- 3 
lute speed is essential in handling 
= policies for civilians leaving the 
country on important missions. 


This Company is known as a 


= specialist in underwriting civilian 


i 


risks traveling or residing abroad | = 
because of its many years 
=i]; of experience in foreign fields. 
Rates are low... limits reasonable... 


broad coverage available 





=i]| THE UNITED STATES LIFE 
=]; INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
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Envision Promised Land for Agents 


(CONTINUED FROM PAGE 1) 





medicine show will cure all ills of man 
or beast.” There must also be a plan 
of operation and in all logic the plan of 
operation comes first. 

There are certain basic principles of 
management which seem to be required 
if we are to improve the status and the 
prestige of the full time agent, said Mr. 
Morrison. These are now in effect in 
certain companies and results prove the 
wisdom of their adoption. Some of these 
principles are: 

That the full time agent, the career 
man, as long as he is good enough to 
be a full time agent, is also good enough 
to be assured of a reasonable minimum 
income in order that he may support his 
family without engaging in various types 
of extracurricular activity. 

This infers certain minimum standards 
of performance which the full time man 
must meet in order to retain his con- 
tracts and earn the required minimum 
income. 

It probably requires the complete 
elimination of his debt theory of financ- 
ing new men, under which the failure 
is subsidized, while the successful man 
is required, at one time or another, to 
repay the entire cost of his induction. 

“We should realize that most men do 
not and cannot originate their own ac- 
tivity. It must be originated for them 
if they are to function properly. There- 
fore we should control the agent’s time, 
give him specific jobs to do and see that 
he does them. We should do these 
things for the agent until we are sure 
he is capable of doing them for him- 
self.” 

And finally, the agency manager’s 
compensation should, where necessary, 
be changed in order that it will encour- 
age him and pay him to develop success- 
ful men. 


Worthington’s Views 


Mr. Worthington said that compensa- 
tion is the least of four major problems 
that face management, the others be- 
ing recruiting and selection, training, 
and direction. He said he had sensed a 
feeling in his travels around the coun- 
try that once the compensation problem 
is solved everything is going to be all 
right. He warned that if this attitude 
prevails the result is likely to be an in- 
creased cost to policyholders without 
achieving the desired objective. 

The solution of the compensation 
problem intensifies the other three, he 
said, citing the experience of Home Life 
with salary plans, which showed that it 
was necessary to raise and change the 
standards of selection, that it is neces- 
sary to recruit to a plan, train to a plan, 
and direct to a plan. 

“We have got to face as a problem of 
management the fact that our direction 
in the past has been too superficial,” he 
said. “With ‘surface supervision’ we 
have given men the right to find out 
pretty much on their own how they 
should work. Instead of supervising 
them in generalities we must supervise 
them in definite ways. We must see 
that the agents that are recruited are 
men who will fit into a particular plan.” 





FAILURES HIRED 


Mr. Worthington said he would like 
to see one of the Saratoga Springs ses- 
sions devoted entirely to improving 
management, both in the home office 
and the field, to keep pace with any im- 
proved compensation methods. He said 
that an unfortunate aspect of the situa- 
tion is that the agent who is fired by 
One company as being unfit can get a 
contract with another company the same 
day, that there is too great a willing- 
ness to take a man who has been an ob- 
vious failure with another company just 
for the sake of whatever business he 
may produce. The reputation of the life 
iMsurance business is that it is the easiest 
to be hired in and the hardest to be fired 
in and that “unless we do something 





public opinion is going to force it on 
us.” 
Mr. Luther said that there is a chal- 
lenge to agency departments to work 
out management and compensation plans 
and to agency heads to accept and work 
with these plans, that there has never 
been a time in the history of this busi- 
ness when “we have been so much on 
the spot as now.” He said that the gen- 
eral agency system is on trial and that 
maybe it will be changed, that if it is “it 
may be that we should be for it and it 
might be a good thing.” 

In contrast to the turnover among 
ordinary agents, Mr. Luther called at- 
tention to the record of group insurance, 


which he said has demonstrated the 
value of a salary plus commission 
arrangement. That particular branch at- 
tracts young men out of college and 
does a better job in developing them 
than the ordinary branch has under the 
present system, he said, suggesting that 
those unfamiliar with the group system 
study the way that young men have 
been developed into excellent managerial 
and general agency timber at a cost less 
than that of the ordinary department in 
developing general agents and man- 
agers. 

Mr. Luther said that what is needed 
is a plan that will assist the ordinary 
side in attracting college men in com- 
petition with group departments, United 
States Steel, General Electric, and other 
enterprises of similar character, all of 
which have done a better job than life 
insurance in bringing in new personnel. 


He also called attention to the “remark- 
able job” that the industrial companies 
are doing in the type of men they are 
selecting, their system of control and 
the large number of their men that are 
becoming C.L.U.’s. He quoted figures 
to the effect that in 1932 22% of all ordi- 
nary sold was sold by industrial men, 
the 1943 figure increased to 42% and it 
is predicted by 1944 it will reach 50%. 


Vincent Coffin’s Talk 


Mr. Coffin also emphasized the desira- 
bility of taking leaves from the indus- 
trial companies’ book, but pointed out 
that the managerial companies have cer- 
tain margins and disciplines that do not 
apply to general agency companies. He 
said that under such plans as may be 
evolved in general agency companies the 
general agent will have to continue to 
bear most of the financial risk unless 








A good life insurance agent likes nothing better than a “hard to please” 


client. He represents a challenge to the ability and the training of an under- 


writer who knows how to fit life insurance protection to the most exacting 


demands of the prospect. It might be said that our most successful agents 


are those with the greatest number of “hard to please” policyholders. 
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EIGHTY-TWO YEARS IN BUSINESS . . . INSURANCE IN FORCE $6,438,540,577 ON 7,000,000 POLICYHOLDERS 
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he prefers to pass the responsibility to 
the home office or is unable to get the 
job done and if so he must expect to 
have his contract changed. Pensions are 
here to stay in all types of companies, 
he said and in the line of income stabili- 
zation he mentioned the step recently 
taken by Equitable Society. 

Mr. Coffin said he preferred to regard 
the service commission as a reward for 
persistency rather than attributing too 
much to service, for the bulk of the serv- 
ice work is done in the front office. The 
orphan policyholder problem is. still 
pretty much untouched without going 
to a managerial basis. It is even con- 
ceivable, he said, that young men on 
salary might be hired to do service work. 

Another problem is the genuine fear 
among many agents between 50 and 65 
years old that they will slow up long 
before they reach retirement age. Here 
Mr. Coffin thought that help might be 
through management rather than 
through compensation. The older agent, 
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he said, is likely to be upset about the 
continuous necessity of prospecting. He 
likes selling and likes service work. 
Commenting on the vesting of re- 
newals, Mr. Coffin said that there seems 
to be general agreement that there is 
no particular reason why the man leav- 
ing the business should take away his 
renewals. Most general agents get into 
trouble not by early advances but by 
continuing to advance money too long 
after they should have called a_ halt. 
Non-vested renewals might be a bles- 
sing in disguise by cutting the available 
collateral which tempts the general 
agent to continue unwise financing. 


Advises Local Action 


Mr. Coffin conceded that it is a diffi- 
cult situation when the agent who is 
eliminated for low production is able to 
go right down the hall and get a con- 
tract with some one else but he said that 
this type of problem is best solved by 
local managers’ associations rather than 





A BOOK THAT WILL HELP YOU REACH 
THE GROWING “PENSION” MARKET 


The steadily increasing interest in employee retirement 
plans presents an unusual opportunity to those equipped to sell 
The need is almost universal, and a 


this form of coverage. 


great deal more of this coverage would be sold if the issue were 
not so often clouded by the technicalities during initial dis- 


cussions. 


Realizing this, Connecticut General has printed a new book, 


“Problem or Opportunity,” 


sent the general background of employee pension or retirement 


plans. 


employer and employee 


necessary to meet different situations 
the preliminary steps so that the plan can be installed most 
efficiently, and many other practical, simply explained steps 
that should precede the installation of a retirement plan for 


employees. 


This book deliberately avoids technicalities, but aims rather 
to sell the client on the idea of employee retirement plans. 
are sure that you would find it an unusually 
in presenting this form of coverage to your clients. 
will be sent promptly on request. 


* 


Connecticut General’s broad sub-standard 
program offers you a real opportunity to 
enlarge the scope of your market and reduce 


* 


SUB-STANDARD 
COVERAGE 


CONNECTICOT 
GENEKAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


which is specifically aimed to pre- 


It points out why such plans are advantageous to both 
why different types of plans are 


your rejection rate. 
siders sub-standard contracts to cover extra 
mortality rated up to 500% 
normal mortality rate). 
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how to go about 


We 
valuable sales aid 
Your copy 


* 


The Company con- 


(five times the 


‘LiFe INSURANCE, ACCIDENT 
AND HEALTH INSURANCE 
SALARY ALLOTMENT INSUR- 
ANCE AND ANNUITIES. ALL 
FORMS OF GROUP INSUR 
ANCE AND GROUP ANNUITIES 

s 





by the home offices nationally. In any 
event, the positive answer is that if man- 
agers do a fine job with career men 
there will be no space for the marginal 
agents and it is usually an empty desk 
that tempts the general agent to keep 
marginal men. 

“Perhaps one of the good effects of a 
better compensation plan will be to avert 
anything like the mass recruiting that 
took place after the last war, said Mr. 
Coffin. On the training side, the pro- 
gram must go all the way through into 
advance phases of training men in defin- 
ite merchandising plans. Motivation is a 
sea that is still uncharted. Supervision 
is difficult in life insurance, for the agent 
is both salesman and counsellor and 
rules made for the normal commercial 
salesman would “lay an egg.” Manage- 
ment also has the responsibility for 
maintaining momentum and not get so 
lost in postwar planning that it forgets 
the present. The volume incentive must 
be borne in mind and there is nothing 
the matter with it if the other factors 


are present which make for sound- 
ness. 
Management, Mr. Coffin said, must 


also be concerned with public relations. 
There is much to be done in this field. 
He suggested that next year’s meeting 
be devoted entirely to public relations. 
He quoted President J. L. Loomis of 
Connecticut Mutual as saying that in 
our grandfather’s day the frontiers were 
geographical, in our father’s day they 
were technological and now the frontiers 
are those of human relations, the great 
area in which so much progress can be 
made. 

Deputy Superintendent T. J. Cullen 
of the New York department, assisted 
by Deputy Superintendent Raymond 
Harris and Chief Actuary C. C. Dubuar 
answered a number of questions on the 
technical aspects of the expense limita- 
tion section of the New York insurance 
law. 

S. A. Holme of General Electric 
talked on the postwar planning being 
undertaken by the Committee for Eco- 


D4. a Quits 
Kentucky Post 


David L. Tynes of Louisville who has 
been assistant Kentucky insurance di- 
rector since Jan. 18, has resigned. Mr, 
Tynes stated that he was returning to 
his old post at Louisville as an official 
of a hospital insurance association. He 
was formerly a resident of Ashland, Ky., 
and operated a hospital insurer at Lex- 
ington for a time. 

When Mr. Tynes went in as_assist- 
ant Kentucky commissioner, it was 
freely rumored that Governor Willis 
had told him that Sherman Goodpaster 
would continue as director until after 
the legislature adjourned and then Mr, 
Tynes would be named head of the de- 
partment. The resignation of Mr. Tynes 
at this time, it is rumored, was occa- 
sioned by a change in plans on the part 
of the governor. 


Town Meeting Held 


Under the auspices of the Columbus 
(O.) Life Managers & General Agents 
Association, a “Town Hall Meeting” was 
held Monday. R. J. Johnson, Bankers 
Life of Iowa, was moderator, and these 
took part in a discussion of ‘Blueprint- 
ing the Manager’s Job and Time-Con- 
trolling It to Assume Its Accomplish- 
ment:” F. L. Barnes, vice-president 
and director of agencies Ohio State Life; 
J. A. Hawkins, vice-president and man- 
ager of agencies Midland Mutual, and 
James A. Preston, sales manager Co- 
lumbus Mutual Life. 








nomic Development. His statement that 
survey shows that men now in the 
armed forces and in war industries were 
displaying a reluctance to return to for- 
mer jobs as salesmen interested the life 
insurance men and made them wonder 
how far this statement would apply to 
former agents. 
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“NATIONAL SERVICE” 


Yours and Ours 


Since December 7, 1941, the day that will forever live 
in the hearts of Americans as a day of horror, life in- 
surance companies have purchased more than THIR- 
TEEN BILLIONS of U. S. Government securities. Of 
the many billions of dollars of bonds sold throughout 
our land since Pearl Harbor, Life Underwriters have 
been responsible for the sale of more than FIVE 


Life insurance payments to living policyholders — not 
cash surrenders — topped ONE BILLION last year in 
addition to the amounts paid to beneficiaries. 
surance companies and life underwriters have accom- 
plished an almost impossible job and will continue to 
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We of Peoples Life are proud to be of service to our 
country and our people. 
profession of life long opportunity, you will find it pays 
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Reports Fatalities in War 
Greatly Reduced 


Disease in the present war is taking 
only six American soldiers per 10,000 
annually as compared to 156 in the last 
world war, Brig. Gen. Hugh J. Morgan, 
surgeon general’s office, told a war ses- 
sion of the American College of Physi- 
cians in Chicago. The death rate from 
pneumonia in 1917 was 28% and now 
is only 0.7 of 1%; from tuberculosis 
was 17.3% of those infected and now 
is only 1.8%. 

The death rate from battle casualties 
is 3.3%, whereas in the last war it was 
8.1%. Surgeons say that 97 out of 100 
wounded men admitted to army hospi- 
tals are saved. Air evacuation by hos- 
pital plane has taken its place with 
sulfa drugs and blood plasma as one of 
the three great life-savers of modern 
military medicine. He reported 173,000 
casualties were moved by air in 1943 
and that deaths in transit were ex- 
tremely low. 








Good Gains in Canada 

OTTAWA, ONT.—New life insurance 
written in Canada in 1943 totaled $887,- 
522,851, compared with $818,558,558 in 
1942, Superintendent Finlayson reports. 
Insurance in force increased from $7,- 
875,755,305 in 1942 to $8,534,135,275. 





Commissioners’ Dates June 15-17 


Some confusion has arisen as to the 
dates for the June meeting of the Na- 








tional Association of Insurance Com- 
missioners at the Edgewater Beach 
WANTED 


Man with life insurance service experi- 
ence, preferably as cashier or supervisor, 
to assist in administration of insured 
pension trusts. Location, Chicago. Start- 
ing salary $200 per month plus bonus. 
Opportunity for rapid advancement. Per- 
manent, well established business. Ap- 
ply V-65, The National Underwriter, 175 
W. Jackson Blvd., Chicago, Ill, giving 
details of experience, draft status, etc. 
Our own employees know of this adver- 
tisement. 














CALIFORNIA OPPORTUNITY 


A California General Agent with headquarters 
in the Home Office city of his rapidly growing 
company, 


WANTS 


A salaried assistant to recruit, train and super- 
vise Life and Accident & Sickness agents. 
Requirements—Must be at least a quarter mil- 
lion dollar personal producer with supervisory 
experience. 

Compensation—As high as $250 per month sal- 
ary for the right man, plus full personal com- 
missions on special agent’s scale. Address V-53, 
care The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, II. 














ACTUARY WANTED 


Eastern Insurance Company with Assets 
of approximately $10,000,000 interested in 
securing Actuary who has necessary 
qualifications and who is draft-exempt. 
Reply V-59, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 














GROUP SUPERVISOR 


A large old multiple line Chicago Agency 
wants a man with extensive successful Group 
Msurance experience to lead in the develop- 
ment of a Group Department to handle all 
group coverages and mass market sales includ- 
img pension and salary allotment plans. He 
will work with brokers and on firm accounts. 
Reply by letter stating age, full details of ex- 
Penience and present income. All replies strictly 
confidential. Address V-66, The National Under- 
wnter, 175 W. Jackson Blvd., Chicago 4, Ill. 
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Hotel, Chicago, according to Jess G. 
Read of Oklahoma, secretary. The first 
day of meeting for the association itself 
will be Thursday morning, June 15, and 
it will run through June 17. The execu- 
tive committee will meet Wednesday 
afternoon, June 14. 





Toxicologist to Address Claim Men 

Dr. W. J. McNally, Chicago physician 
and chief chemist and toxicologist for 
the Cook county coroner, will discuss 
and illustrate “Chemical Investigation of 
Sudden Death” at the dinner meeting of 
the Chicago Claim Association April 11. 


RECORDS 








Pacific Mutual Life—Paid-for-business 
for the first two months of 1944 showed 
a gain of 27.2% over the same period of 
1943. 

National Guardian Life—Gain in in- 
surance the first quarter exceeded by 
10% that for the first six months of last 
year. For the first time in 15 years L. 
C. McGann failed to lead the agents 
for the club year terminating March 31. 
He ran second to A. D. Johanson of the 
Eau Claire agency. This is Mr. John- 


son’s second year in the life insurance 


field. 





Attorney Is Claim Speaker 


LOS ANGELES—Arthur Rosen- 
blum, insurance attorney, spoke before 
the Los Angeles Life — Accident Claim 
Association on “The Policy Under an 
X-Ray.” He said the policy is sold on 
a liberal basis, but the claim department 
interprets it on a literal basis. He de- 
clared too much stress is being placed 
on the reduction of premiums and not 
enough on what the policyholder is to 
receive when a claimant. 











_ Announcing - - - 


Elmo Walker, secretary and general manager of the Union Life Insurance Com- 
pany, announces the appointment of A. Walton Litz as vice president and agency 


director. Mr. Litz, who assumed his duties with Union Life April 1, has rendered 
twenty years of outstanding service in the life insurance fields in southern states. 
He is a chartered life underwriter and a graduate of the American College of Life 


Underwriters and the University of Tennessee. 
as a director of the American College of Life Underwriters, as a trustee of t 


In addition, Mr. Litz has served 


he 


National Society of Chartered Life Underwriters, and as president of the Tennessee 
Life Underwriters, the Nashville Association and the Nashville Managers Club. 


Despite war-time conditions, Union Life has successfully continued a program of 


planned expansion. 
increased 22.2%. 


both policyowners and agents. 


During 1943, insurance in force increased 23.5% and assets 
Such progress is attributed to the adoption of ideas that benefit 


Union Life has openings of unusual opportunity for agencies in Arizona, Arkansas, 
Colorado, Nevada, New Mexico, Oklahoma and Utah. We invite your inquiry. 


INSURANCE COMPANY 


HOME OFFICE: UNION LIFE BLDG., LITTLE ROCK, ARKANSAS 
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Insurance and the Labor Dratt 


If insurance management during the 
past week had tried to relate the prob- 
able wartime future of the insurance 
business to the variety of hour-by-hour 
national manpower that were 
advanced, its mood would have alter- 
nated from the complete gloom of an 
office populated exclusively by the 86- 
year old chairman of the board emeritus 
and the 4F housewife who comes down 
at noon to open the mail, to a state 
of bliss in which he is allowed to keep 
his underwriter with the trick knee and 
the cashier with a certificate of sanity. 
It has been a dismaying week for per- 
sonnel managers who have tried to ap- 
prehend from the welter of confusion 
and conflicting statements at Washing- 
ton what the score is likely to be. 

Those in the insurance business were 
wondering whether labor battalions 
might be marched into insurance offices 
to help clear the desks of accumulated 
work or whether the few remaining in- 
urance 4F’s between the ages of 18 and 
37 might be marched out of the insurance 
offices and into a laundry, for instance, 
to help reduce the pile of dirty shirts 
there. 

It was certainly no time for insurance 
to become assertive and demand that 
when and if a labor draft becomes effec- 
tive insurance be given a man- 
power priority and start laying claim to 
some of the fellows over at the bank, 
but every insurance employer was anxi- 
ous about the manpower future for him- 
self and for the industry. The prospect 


schemes 


high 


of losing the few 4F’s that remain in the 
ages below 38 was not of itself so de- 
moralizing as the fear that the labor 
draft, once started, would inevitably be- 
come progressive and would have a 
particularly paralyzing effect in the in- 
surance field. 
There is no hold 


re- 


that 


insurance in 


industry can 


its head higher than 


spect of contribution of manpower to 
the war effort. At no time was it ever 
seriously proposed that insurance em- 
ployment be grounds for deferment 
from military The 


gave up its men as cheerfully as anyone 


service. industry 


could expect it to do and on the whole 
insurance has been treated fairly in the 
selective service system operation. If 
there is a crying need for the younger 
tF’s in war factories, we believe that 
insurance would not be disposed to 
claim the right to retain all of these 
men or even most of them although 
insurance should not be prohibited from 
seeking to hold on to a few such men 
in capital positions. However, there will 
come a time when insurance will have 
to get its backbone up and say ven dibs 
on what we got left. 

If there were enemy landings on Nova 
Scotia or on the Pacific Coast then, of 
course, it would be folly for anyone to 
stay at his desk in an insurance office 
or in any occupation that was not physi- 
cally directed at aiming and firing a 
gun but the course of the war being 
what it is we can abundantly afford to 
keep in motion and in reasonably good 
repair the services contributing to the 
welfare of the nation, not the least of 
which is insurance. 

Insurance has to begin to think ahead 
to the day when it must establish in the 
eyes of the nation its relative value in 
a war time economy so as to be able 
carry on at all. At what point it may 
become necessary to firm up remains 
to be seen but it would, we believe, be 
wise to envisage the possibility of such 
a day arriving and be prepared for it. 

The life insurance industry made an 
exhaustive survey of its manpower con- 
tribution to the war from 1940 until 
1942, a two year span. This was gotten 
together at great pains. It might be well 
to bring this study down to date, per- 
haps by a sampling survey and the fire 
and casualty companies could likewise 
eet together a statement showing the 
number of men that have been released, 
the number remaining by age groups, 
the number of women employed as com- 
pared with the number employed prior 
to the war. It would be well to be forti- 
fied with intelligent figures for use in 
preserving insurance against insupport- 
able demands that might some day be 
made upon it for the release of man- 
power. With definite figures to tell the 
story they speak volumes. 


Retorm in Convention Badges 


Let us hope that there will be a reform in 
convention badges now that the use of 
metal is greatly reduced. In fact, it will 
perhaps be impossible to get metal for 
badges. This annual 
meeting of the National Association of 
Insurance Agents in Chicago when the 


Was seen at an 


badge consisted of stiff cardboard paper 
on which the registrant’s name and ad- 
dress were in large letters. It was the 
best that that association had 
gotten out. It, therefore, was no strain 
on the eye nor was one forced to en- 
gage in a series of acrobatic feats in his 


badge 
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“HE'S SORRY FOR You 


CARRY ACCIDENT 








effort to see the name and not attract 
the attention of the person wearing the 
badge. 

There are two things that should be 
reformed. First these badges at con- 
ventions by discarding small, typewrit- 
ten names hidden in a metal frame with 
a long ribbon and the other is a very 
needed reform in office building directories 
where names are often so high that one 
needs a stepladder to see them or so 
low that one is forced to recline on his 


BECAUSE You DON'T 


INSURANCE .” 


stomach in order to decipher the name. 
Office buildings can well afford to use 
extra space and have names so that 
they are convenient. The only use of 
an office directory is for people coming 
in and desiring to locate some institu- 
tion or person. Where names are so 
high that it is impossible to see them 
or so low that one has to get in a pros- 
trate position, the usefulness of the di- 
rectory is ended. In many buildings the 
present arrangement is abominable. 











PERSONAL SIDE OF THE BUSINESS 





A. Herbert Nelson, assistant manager 
of Travelers in Minneapolis, has for- 
mally announced that he will be a candi- 
date for lieutenant-governor of Minne- 
sota at the July primary. There are 
reports that Frank Yetka, former insur- 
ance commissioner, will run for gover- 
nor on the Farmer-Labor ticket. 

Wendell D. Hill, comptroller of Provi- 
dent Life & Accident, has been elected 
exalted ruler of Chattanooga Elks. 

George P. Porter, former Montana 
commissioner, has announced his can- 
didacy for the Republican nomination 
for state treasurer in the July primaries. 

John A. Witherspoon, John Hanocck 
Mutual, Nashville, past president of the 
National Association of Life Under- 
writers, addressed the Tennessee Indus- 


trial Personnel Conference there Thurs- 
day. 

Charles R. Garvin, Columbus, O., has 
just celebrated the 30th anniversary with 
Connecticut General Life. From 1931 
to 1937 he was general agent but re- 
signed to devote all his time to personal 
production. 

Karl G. Gumn,, assistant director of 
agencies of National Life of Vermont, is 
making agency visits this month to Ro- 
anoke, Va.; Greensboro, N. C.; Atlanta, 


Birmingham, Chattanooga, Memphis, 
Louisville and Cincinnati. 
P. Karl Hebel, with the Newark 


agency of Penn Mutual Life, celebrated 
his 35th anniversary with the company 
Monday. He started at the home office 
as a stenographer and correspondence 
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clerk. After service in the former war 
he reentered home office work and in 
1919 entered the selling field, going to 
Newark in 1923, and since that time has 
been the leader of the agency. 

Vincent B. Coffin, vice-president and 
superintendent of agencies of Connecti- 
cut Mutual Life, will speak at meetings 
of the Atlanta and Miami life underwrit- 
ers associations and to the General 
Agents & Managers Association of San 
Antonio in April. On the trip he will 


visit company agencies in Atlanta, 
Miami, Houston, Dallas and San An- 
tonio. San Antonio will be the site of a 
two-day management meeting of the 
Texas general agents of Connecticut 
Mutual. 

The R. E. Sherer agency of Phoenix 


Mutual Life in Des Moines honored 
Mary Norton, cashier, on her 25th anni- 
She was 


versary with the company. 
presented a gold pen. 

Oo. W. Mull, Sten nag d assistant 
manager at Cedar Rapids, will ob- 


serve his 10th anniversary in “Prudential 
Old Guard April 8. S. W. Sanford, 
Davenport manager, is giving him a 
cocktail party which will be attended 
by heads of insurance offices in Cedar 
Rapids and members of the agency. It 
will be followed by a dinner, at which 
time his certificate and pin will be pre- 
sented. Mr. Mull is a colonel in the 
reserve, light artillery. He was a major 
in the last war and started in the insur- 
ance business in 1919 on a part-time 
basis at Muscatine, Ia. Later he went 
to Cedar Rapids as assistant manager 
for the old Register Life. Ten years 
ago he joined the Davenport agency of 
Prudential as assistant manager. He 
has supervision of 13 counties in north- 
eastern Iowa. 

Holgar J. Johnson, president of the 
Institute of Life Insurance, will speak 
at the chamber of commerce luncheon in 
Kansas City, April 5. 

E. G. Bewley, Jr., agency director of 
New York Life in St. Louis, is recover- 
ing satisfactorily from a heart attack. He 
has been confined to St. Joseph’s hospital 
there for more than a week. He is a 
son of E. G. Bewley, supervisor of agen- 
cies for Oklahoma. 

Vice-president Howard Goodwin of 
Phoenix Mutual Life was married last 
week to Mrs. Harold M. Hine of Hart- 
ford. 

In honor of his first anniversary, of- 
cers of Colonial Life of Jersey City, 
gave a luncheon for J. Emil Walscheid, 
president. Present at the luncheon, be- 
sides the officers, were the four leaders 
of the field organization who had the 
outstanding records of production dur- 
ing the special anniversary month cam- 
paign in honor of Mr. W alscheid. Dur- 
ing this period, $2,125,000 of new insur- 
ance was written. 

Lewis W. Douglas, who recently re- 
signed as U. S. deputy administrator of 
war shipping, and who has been suf- 
fering from an infected sinus, went into 
the Lenox Hill Hospital in New York 
City last Friday for the first of an ex- 
tended series of treatments. 

Ralph R. Lounsbury, president of 
Bankers National Life, is accepting con- 
gratulations on the arrival of a grand- 
daughter, Elizabeth Ann Brundage. Mr. 
Lounsbury’s daughter, Ann, is the wife 
of Lieut. John D. Brundage, U. S. N. R., 
who has been on active duty in hse south 


Pacific. 


DEATHS 


The first Penn Mutual man in service 
to be definitely reported killed in action 
was John L. Nemeth, formerly clerk in 
the home office mortgage department. 
He had been reported missing after a 
bombing mission over Germany, Dec. 11. 

George R. Murray, 78, who founded 
Railwaymen’s _ Relief of Muskegon, 
Mich., now Liberty Life & Accident, in 
1906, died there after several weeks’ ill- 
ness. He had been named president 
emeritus when the name was changed 
a year ago. He had been in ill health 





Francisco, 


-ker, agency 
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for four years since fracturing a hip 
in a fall. The association originally con- 
fined its business to railroad men but 
broadened its clientele some years ago. 

Otto Hibma, senior examiner of the 
Wisconsin department, died in a Madi- 
son hospital after a short illness. He 
entered state service in 1918 as an exam- 
iner for the state public service commis- 
sion. 

Sylvio L. Moreau, 46, assistant man- 
ager of Metropolitan Life in Berlin, N. 
H., for 20 years and past president of 
the White Mountain Life Underwriters 
Association, died following a long ill- 
ness. 

Alex §S. Gresham, veteran 
manager of Equitable Society 
gusta, Ga., died there. 

Carl W. Strobel, 45, assistant super- 
intendent of Prudential in Fort Wayne, 
Ind., died following a heart attack. 

G. E. Saulsbury, 72, who for many 
years was identified with insurance in 
Baltimore, died at his home at Belair, 
Md. He was one of the organizers of 
the Continental American Life of Wil- 
mington, Del., and served as vice-presi- 
dent. 

H. W. Backes, Sr., 53, auditor of Pan- 
American Life, died after a short illness. 
He became associated with Pan-Amer- 
ican in 1918 as a clerk in the renewal 
department; two years later he was pro- 
moted to cashier. In 1924 he was ap- 
pointed auditor in charge of the account- 
ing department. 

Richard Fischer, ‘Penn Mutual agent 


for 25 years in the Curry agency, San 
died from a heart attack. 


district 
in Au- 








IN U. S. WAR SERVICE 


Five members of the agency depart- 
ment of Connecticut Mutual are about 
to enter the service and awaiting calls 
from the navy. They are W. L. Camp, 
editor of “ConMuTopics,” J. J. Fay, 
agents contracts division, and R. E. 
Pille, R. W. Stockton, and C. R. Wal- 
assistants. Mr. Camp has 
been editor of “ConMuTopics” since 
1936 and also edits publication to pol- 
icyholders and prepares other adver- 
tising and sales promotion material. He 
president of the Hartford Chapter 
of C.L.U. Mr. Fay has been with the 
company since 1923. Both Mr. Pille 
and Mr. Walker were to have handled 
the bulk of the training program which 
is enlarged this year and also set up 
the reinduction program for returning 
service men and were to have conducted 
several schools this year. Mr. Stockton 
has been concentrating on pension trust 
work. 

Capt. Rufus E. Fort, Jr., former of- 
ficial of National Life ‘& Accident, has 
been made supervisor of WAC recruit- 
ing in the fourth service command area 
with headquarters in Atlanta. 

Pvt. Robert Slimmon, son of James B. 
Slimmon, vice-president and secretary 
of Aetna Life, is one of a group of 
wounded soldiers recently returned to 
Starke General Hospital in Charleston, 

Cc 





is 


Lt. F. C. Gedge, Penn Mutual agent 
with the F. A. Schnell agency of Peoria, 
is reported missing in action in the 
Mediterranean theater, where he was 
pilot of a B-26. 

John G. Stradler, Metropolitan Life, 
Salina, Kan., is reporting to the navy for 
boot training. 

K. J. Hoover, assistant manager of 
Sun Life in Detroit, has entered the 
navy. He had been active in the coast 
guard reserve. 

Wallace L. Wingfield, former group 
representative of General American 
Life, has been promoted to first lieu- 
tenant in the marine corps. He is sta- 
tioned in a South Pacific area in charge 
of a tank platoon. 

Henry A. Maddox, formerly of the 
group department of the W. M. Ham- 
mond agency of Aetna Life, Los An- 
geles, who is now in the navy, has been 
promoted to lieutenant. 


NEWS OF THE COMPANIES 





Selser in Charge 
of Hawaiian Office 


G. 


United States Life has appointed 
M. Selser, senior vice-president, to be 





in 


Honolulu. 


GEO. M. SELSER 


of the new issue office in 
This office will assume head 


charge 


office activities. Mr. Selser started his 
insurance career with Manhattan Life, 
becoming chief accountant. He spent 
considerable time in the field supervis- 
ing New York City agencies. He left 
the Manhattan Life in 1927 to become 
office manager of the Brooklyn Na- 
tional Life and later served as superin- 
tendent of agencies. When Brooklyn 
National and U. S. Life were merged 
he became assistant seeretary of the 
combined company and then was elected 
vice-president. He has been a director 
of U. S. Life right along. 


Ohio State Makes 
Home Office Shifts 


T. T. McClintock, for five years man- 
ager of the accident and health depart- 
ment of Ohio State Life, and for the 
last two years also supervisor of field 
service, has been promoted to assistant 
agency director. He will continue 
manager of the accident department. 


Mr. McClintock’s Career 


Mr. McClintock, after graduating 
from _ the University of Iowa, became 
associated with the underwriting de- 
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partment of Lincoln National Life. 
Later he joined Columbian National 
Life, where he organized the policy- 
holders service department and later 
became assistant secretary in charge of 
that department. 

Since going to Columbus he has been 
active in life and accident organizations. 
He served as president of the Colum- 
bus Health & Accident Association, and 
also has been active in the Health & 
Accident Underwriters Conference, es- 
pecially in the agency management 
section. 


Howe and Wilharm Named 


Warren F. Howe has been appointed 
superintendent of agencies and Herman 
F. Wilharm supervisor of agencies. Fol- 
lowing his graduation from the Uni- 
versity of Denver, Mr. Howe taught in 
high schools in India, served as Y. M. 
C. A. secretary in Cleveland, Greece, 
New York and Los Angeles. Following 
service in the army air force in the for- 
mer war he went with Phoenix Mutual 
Life as an agent and wrote $1,000,000 
life insurance in 3% years. Later he 
became traveling supervisor and director 
of sales training of that company and 
then manager in Albany, N. Four 
years ago he became director of sales 
training of Continental American Life, 


HeNATIONAL UNDERWRITER 








where he introduced highly successful 
programming and direct mail plans. 
Mr. Wilharm is a native of Pittsburgh 
and attended the University of Pitts- 
burgh, After five years with the West- 
inghouse Electric Company he joined 
the Holgar J. Johnson agency of Penn 
Mutual Life in Pittsburgh. He went to 





W. F. Howe H. F. Wilharm 
Columbus in 1937 as general agent of 
American United Life and later joined 
Columbus Mutual Life as assistant to 
the sales manager. 

Dr. P. H. Charlton has been appointed 
acting medical director of Ohio State 
Life to take the place of Dr. Thomas F. 
Ross, who has joined the navy as lieu- 








We've Checked! 


“Facts is facts’ — and our Business and Profes- 
sional Women’s policy is really something! » It 
features the bodily injury insuring clause . . does 


not discriminate against diseases 


peculiar to 


women . . includes double indemnity and identi- 
fication benefits . . is exclusively designed for busi- 
ness and professional women. * Its broad cov- 
erage guarantees continuous, dependable income 
when accident and illness strike. There’s 
nothing complicated about it. Let us show you how 
to get results. Drop a line to Rolland E. Irish, 


president. 


UNION MUTUAL 


LIFE INSURANCE COMPANY 


Portland MAINE 





Home Office 


tenant commander. Dr. Charlton has 
been one of the company’s principal ex- 
aminers. 

He will attend to the medical phases 
of underwriting, while Mr. McClintock, 
who is also serving as chief underwriter 
during the present emergency, will at- 
tend to the lay features of policy-writ- 
ing. James L. Tapp, former lay under- 
writer, is now with the airborne troops. 

Dr. Charlton is a graduate of Ohio 
State University and served as division 
personnel adjutant with the rank of 
major in the former war. Since 1922 he 
has been associate professor of clinical 
surgery at Ohio State University. 


Svano Assistant Counsel 
of Northwestern Mutual 


Haakon T. Svano has been appointed 

assistant counsel of Northwestern Mu- 
tual Life and made 
a junior officer of 
the company. He 
has been with the 
law department at 
the home office 
since 1930, engaged 
in activities involv- 
ing investment and 
insurance matters. 
Mr. Svano was 
born in Milwaukee 
and educated in 
that city, receiving 
his LL.B. degree 
from Marquette H. T. 
University in 1927. 
He was admitted to the bar the same 
year and engaged in general law prac- 
tice, also serving as city attorney of 
North Milwaukee and teaching business 
law at the University of Wisconsin in 
Milwaukee. He has been president of 
the Northwestern Mutual- Supervisors 
Association and the Northwestern Mu- 
tual Credit Union. 


Karr V.-P. of Atlas Life 
Joe E. Karr has 
president of Atlas Life. 





Svano 


been elected vice- 
He started with 





HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 
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the company 22 years ago as auditor 
and since 1934 has been manager of agen- 
cies, a post in which he will continue, 
He is one of the old-timers in Tulsa, 
having been a resident there since 1910, 





Hulse Agency Assistant 
of Continental American 


Continental American Life has ap- 
pointed George F. Hulse agency assist- 
ant. He will devote his time principally 
to assisting P. H. Yeoman, superinten- 
dent of agencies, in the recruiting and 
training of new men. 

Mr. Hulse has been doing personal 
selling, supervision and agency manage- 
ment six years for Phoenix Mutual and 
previously was with General Electric. 





Examination Report 
on Supreme Liberty 


A convention examination of Supreme 
Liberty Life of Chicago has been made 
by Illinois, Tennessee and West Vir- 
ginia as of June 30, 1943. The assets 
at that time were $3,577,783, liabilities 
$2,930,711, contingency reserve $100,000, 
capital $100,000, net surplus $447,072. 
The report says that the books and 
records reflect a sound financial condi- 
tion. Its cash position is well main- 
tained and surplus funds are being cur- 
rently invested in diversified income 
producing securities. Progress has been 
made toward a more favorable distribu- 
tion of the invested assets. Real es- 
tate holdings and mortgage investments 
have been materially reduced and sub- 
stantial increases have been effected in 
the more liquid type of securities. This 
company is owned and managed by ex- 
perienced Negroes and_ represents 
the combination of the Northeastern 
Life of Newark, Supreme Life & Cas- 


S z Loe q 
ualty of Columbus, O., Chicago National 


Life and Anchor Life & Accident of 
Massillon, O. It had in force at June 
30, 1943, $42,748,592. 
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Controlled Work, 


Income Plan Told 


SAN ANTONIO, TEX.—A regular 
weekly income plan for producers who 
turn in daily reports on number of 
hours worked, calls made and selling 
interviews obtained with a $5 penalty 
for failing to make a report is followed 
by Travis T. Wallace, president Great 
American Reserve, Dallas. In explain- 
ing his plan before the San Antonio 
Life Managers Club, Mr. Wallace said 
he had found that even his best pro- 
ducers had difficulty financing them- 
selves and were constantly going into 
debt which in turn discouraged them. 

There is little difficulty regarding the 
honesty of agents in making reports as 
sales results provide a check. A con- 
ference with the agent under such cir- 
cumstances is sufficient to clear the situ- 
ation up. 


Whole Business Needs Shakeup 


The whole business needs a shakeup 
which will provide the agent an ade- 
quate income through controlled financ- 
ing, Mr. Wallace declared. The amount 
of ordinary business sold by industrial 
agents who are rigidly controlled by 
the managers was cited by Mr. Wallace 
as evidence of the desirability of the 
plan. Life insurance men are not lazy, 
he declared, but 95% of such men are 
incapable of managing themselves effi- 








With an Eye 
to the Horizon 


“Hopefully, every American home 
looks ahead to complete and final 
victory soon. Then will living take on 
anew meaning. 


“At that same time, the institution of 
life insurance will begin to play an 
even greater part in promoting security 
and encouraging progress. 
“Meanwhile, our company is pledged 
to carry on, working day and night 
servicing its own business, and cooper- 
ating with other agencies in achieving 
the immediate objective of winning 
the war. And simultaneously, each 
member of our organization remains 
vigilant so that he may fulfill all his 
personal wartime obligations to his 
country and to his neighbors. 


“It’s a big job with many problems!” 


THE PROVIDENT 
LIFE INSURANCE 
COMPANY 


BISMARCK, NORTH DAKOTA 





Western Office: Portland, 


208 Platt Bldg. 
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ciently. They can be made valuable to 
the company and themselves through 
planned financing which places on each 
agent a definite responsibility. 

Aptitude tests, in Mr. Wallace’s opin- 
ion are helpful as negative rather than 
positive aids. They provide a guide to 
be supplemented by the judgment of the 
manager or general agent. 

T. H. Spindle, Amicable Life educa- 
tional director, reviewed the managers’ 
educational meeting held in Dallas. 

President Lloyd Silberberger an- 
nounced that Vincent Coffin, vice-presi- 
dent and superintendent of agencies 
Connecticut Mutual Life, will speak 
April 26. 


Program for Managers 
Meeting in Chicago 


Lt. Com. C. J. Zimmerman of Wash- 
ington, general agent of Connecticut 
Mutual Life, Chicago, on leave for dura- 
tion, and past president National As- 
sociation of Life Underwriters, will speak 
at the annual meeting of the Life 
Agency Managers of Chicago April 21. 
The meeting will be held in conjunction 
with the annual state association meet- 
ing and the Chicago association sales 
congress. 

H. T. Burnett, Pittsburgh, vice-presi- 
dent Reliance Life, will talk on “Build- 
ing a Sales Organization.” W. J. Duns- 
more, agency manager Equitable So- 
ciety, New York City, will talk on 
“Gearing for Future Responsibilities.” 
The speaker at the dinner meeting of 
the state association will be John P. 
Carmichael, sports editor Chicago “Daily 
News.” 

At the state meeting the morning of 
April 21, L. S. Broaddus, Chicago man- 
ager Guardian Life, is slated to be 
elected president to succeed W. B. 
Buckley, Metropolitan Life, Mt. Vernon. 
Mr. Broaddus is first vice-president. 





Gottschall Tells Development Steps 


The process by which a raw recruit 
grows to success in the business (if 
he has what it takes) was outlined for 
the General Agents & Managers Asso- 
ciation of Indianapolis last Thursday by 
Walter L. Gottschall, director of agen- 
cies for the central and western depart- 
ment of Equitable Society. Speaking on 
“Supervising of Life Underwriting To- 
day,” he outlined in ten steps the de- 
velopment of a successful business pro- 
ducer from his start at the bottom of 
the ladder. 

If he is of the right quality he enters 
the business with fresh enthusiasm for 
his new line of work, takes his training 
and advances finally to the plateau of 
production, sometimes with ability to 
make a good showing and sometimes 
producing mediocre results. Once he has 
attained a production level, his future 
success depends upon his ability and 
strength to follow up in the stride he 
has attained. 





Siegmund Los Angeles Speaker 


The Life Insurance Managers Associ- 
ation of Los Angeles heard Lt. Comm. 
W. H. Siegmund, a member of the asso- 
ciation now on leave from his position as 
general agent of Connecticut Mutual 
Life, tell of his experiences in the south- 
west Pacific. 

Earl Andersen, educational director of 
Connecticut Mutual; A. L. Gillett, San 
Diego general agent; Phinehas Prouty, 
Los Angeles general agent; Sidney Y. 
Newcomb, agency manager, and Mark 
V. Kuhn, brokerage supervisor of the 
Siegmund agency, and W. R. Hoefflin, 
agency supervisor of the Prouty agency, 
were among the guests at the head table. 


Mueller Talks on Franklin 


E. H. Mueller, Pacific Mutual and 
Provident Life & Accident, spoke on 
Benjamin Franklin before the Mil- 
waukee Life Managers & General 
Agents Association. Mr. Mueller is a 








Franklin student and has many 
Franklin items in his collection. 


rare 





Oregon Managers Meet 


The Oregon Life Insurance Managers 
Association met at Portland, Monday, 
the speaker being W. P. Stalnaker. His 
subject was “Life Company Invest- 
ments.” He is vice-president of Oregon 
Mutual Life. 





CHICAGO 


J. S. KEMPER A CANDIDATE 

James S. Kemper, president Lumber- 
men’s Mutual Casualty and head of the 
Kemper insurance companies at Chi- 
cago, is a candidate for delegate to the 
Republican national convention from the 
10th Congressional district. He served 
in a similar capacity at the convention 
four years ago. He resides in Win- 
netka. 











MOORE-CASE NAMES CRAWFORD 
Bertram L. Crawford has been ap- 


pointed pension trust advisory counsel 
of the Moore, Case, Lyman & Hubbard 
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takes charge of a new pension planning 
department which has just been organ- 
ized by Moore-Case. 

He has had much experience in 
handling pension trusts, profit sharing 
and self-administered pension and trust 
plans. Mr. Crawford has been in the 
life business in Chicago for 13 years, 
having been an agent associated with the 
Hughes general agency of Massachu- 
setts Mutual for some time and then 
with the Hill agency of Connecticut 
Mutual. In recent years he has special- 
ized in pension trust work. 


AGENCY NEWS 











Siegmund, Home on Leave, 
Host to Agency Force 


LOS ANGELES—Lt. Com. W. H. 
Siegmund, general agent here of Con- 
necticut Mutual Life, who is at home 
awaiting orders, was host at a luncheon 
to the agency force and brokers affiliated 
with the agency. Earl C. Andersen, 
educational director of the company, was 


general agency of John Hancock Mu- the speaker. ; 

tual Life in Chicago. In that capacity Lt. Com. Siegmund paid tribute to 
he is associated with R. B. Kegley, man- the work of the agency during his ab- 
ager of the life agency. Mr. Crawford sence in service, introducing Sidney Y. 
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that our success depends upon 
the field man's success and all 
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itate delivery of policies. 


This is no idle theory be- 
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of the problems you face 
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protection in face of higher living costs. 
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Newcomb, agency manager, and Mark 
H. Kuhn, brokerage manager, both of 
whom spoke very briefly. He said S. 
Orenstein, who was voted the most 
valuable associate of the agency in 1943, 
had won the Northington Award and 
the West Coast Trophy of the company 
as the result of his work in 1943. 

Mr. Andersen said the company is in- 
terested in brokerage business and that 
about 35% of its business in 1943 came 
from that seurce. He predicted that in 
the five to seven years following the 
close of the war more life insurance will 
be written than ever before. 





Sun Life Officials in Detroit 
President A. B. Wood, W. S. Penny, 
director of agencies, and S. C. H. Tay- 
lor, superintendent of. agencies, con- 
ducted a question-and-answer clinic for 
the Detroit branch of Sun Life of 
Canada, in which the company’s prog- 
ress in 1943 was thoroughly discussed. 





Grose Agency Conference 

The E. L. Grose agency of Equitable 
Society, Phoenix, Ariz., held an educa- 
tional conference in Phoenix on pro- 
gramming and planning. Daniel Mason, 
home office instructor, was in charge. 





American Health of Baltimore has been 
licensed in Illinois. 
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JUVENILE BILL VETOED 

Governor Dewey of New York has 
vetoed the bill which would have per- 
mitted increased amounts of ordinary 
life insurance on thel ives of children 
ages 44%4 to 9%, provided a parent had 
three times as much as the child and the 
insurance on the child did not exceed 
$7,500. He also vetoed the bill which 
would have permitted life companies and 
fraternals to hold more than 10% of 
the preferred stock of a corporation pro- 
vided the latter had a sinking fund setup 
to retire the stock within 40 years. 





LEVINE NAMED GENERAL AGENT 

Security Mutual Life of New York 
has appointed Henry Levine as general 
agent in New York City, with offices at 
51 East 42nd street. 

Mr. Levine has had 19 years of life in- 
surence experience, having entered the 
field in 1925, after attending City College 
of New York and the St. Lawrence Law 
School of Brooklyn. In 1941 he joined 
the David L. Hersch agency of the 
Security Mutual as associate manager. 





United of Chicago has paid a divi- 
dend to stockholders of $5 a share. 


| THE NEW INSURANCE 
| 


MONEY 


MAKER 


| issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
| COMPANY 


| THE INCOME BUILDER 


| 
| money in these times. 
under our plan. 


We have a NEW PLAN to enable you to make more 


ONE-TENTH THE SALES, through large first commis- 
sions and large renewal commissions will return you 
TEN TIMES the earnings of the same volume of life 
insurance alone under our plan. 


3. IN ONE YEAR, you build as large a renewal income as 
you would in ten years writing the life insurance alone 


This Insurance Pays All Ways: 


If you live too long. 

If you do not live long enough. 

If you are disabled. 

If you have an emergency need for cash. 


ALL AT EXCEEDINGLY LOW COST. 


HUGH D. HART 


Vice President and Director of Agencies 


Assurance Company 


MONMOUTH, ILLINOIS 


Illinois Bankers Life 


LIFE AGENCY CHANGES 





Teitrick Joins 
Colonial Life 


H. R. Teitrick, who resigned re- 
cently as head of the division of agents 
and brokers of the Pennsylvania insur- 
ance department, has become Pennsyl- 
vania state manager of Colonial Life. 
He attended Penn State College where 
he became interested in insurance and 





H. R. TEITRICK 


then went to the Wharton School of the 
University of Pennsylvania. He helped 
work his way through college selling 
life insurance. He recently completed 
preparation of a book, a study course on 
the fundamentals of life insurance. His 
appointment indicates agency expansion 
program in Pennsylvania. 





Occidental Makes Several 
Shifts on Pacific Coast 


Fred B. Wiley, assistant manager of 
Occidental Life in San Francisco, who 
becomes branch manager in Seattle, is 
succeeded in San Francisco by Wendell 
B. Christenson of the home office 
agency. Ellsworth Hobler, also an as- 
sistant manager in San Francisco since 
February, 1942, has entered the navy. 
He is succeeded by Ralph W. York, for- 
merly with Canada Life in Oakland, first 
as an agent and then as district manager 
for four years. 

Mr. Wiley, before joining Occidental, 
served in the Oakland branch of Equit- 


able Society, as an agent and later as-° 


sistant manager in Oakland, agency 
personnel director for the northern Cali- 
fornia district in San Francisco and unit 
manager for the largest unit in the 
northern California territory. 

Hugh B. Rudd, supervisor in Fresno, 
has been appointed general agent at 
Bakersfield, Cal. He joined Occidental 
in 1943 as supervisor in Fresno, after 
more than a decade with Northern Life. 
He took up the rate book with Metro- 
politan Life in 1926 and has been a 
steady producer from the first. He is a 
director of the Central California Life 
Underwriters Association. 





Mrs. Nowell to Los Angeles 


Mrs. Frances Nowell, who has been 
connected with the life department of 
Marsh & McLennan in Chicago for the 
last 11 years as a personal producer, has 
resigned to join the staff of California- 








Insurance for the Secretary 


Sidney Weil, prominent agent for 
Mutual Benefit Life in Cincinnati, car- 
ries $5,000 insurance on his own life, 
payable to his secretary and he recently 
sold a case of the same kind on the 
strength of what he is doing. 





Western States Life in its Los Angeles 
branch. She has made an excellent 
record in her work. She was the only 
woman agent in Marsh & McLennan’s 
office. She was located at Augusta, Ga., 
and after her husband’s death, joined the 
National Life of Vermont agency there. 





Alliance Life Names Lewis 

Walter B. Lewis of Springfield, O., 
has been appointed general agent of Al- 
liance Life there, covering four counties. 





Golightly Is Transferred 

W. D. Golightly, superintendent of the 
Paducah, Ky., office of Prudential, has 
been transferred to Springfield, Ill., re- 
placing A. A. Hoffman, who has retired. 

Mr. Golightly joined the company as 
an agent in the Springfield office in 1925, 
becoming assistant superintendent in 
1936. In 1939 he went to Paducah as 
superintendent. 


Taylor Dayton General Agent 

H. D. Taylor, for seven years super- 
visor of agencies of Ohio State Life, has 
been named general agent at Dayton, O. 
The Springfield and Hamilton territories 
have been combined with the Dayton 
agency. 

Before joining Ohio State Life, Mr. 
Taylor was for 12 years with Connecti- 
cut Mutual Life there as cashier, per- 
sonal producer and supervisor. 





Picks Boise General Agent 

G. Vernon Ricks, for past two years 
one of its leading producers at Boise, 
has been appointed general agent there 
for Beneficial Life, succeeding Clyde J. 
Summerhays, who goes to the home of- 
fice as superintendent of agents. 





Smith Home Office Supervisor 


Percy D. Smith has been appointed 
home office supervisor of Occidental 
Life of California for Texas. He has 
been serving as assistant division man- 
ager for the southwest but will now 
devote full time to developing Texas. 


Save time ... save money... be sure of 
best results by standardizing on Burroughs 
for every carbon paper requirement. An 
order for as little as $10 worth of Bur- 
roughs Clean-Copy Carbon Paper gives 

ou a discount of 10% through | 0c 

iscount Purchase Plans. You can save 
up to 40% on larger orders. Get the facts 
from your local Burroughs office today, or. 
if you prefer, write Burroughs Adding 
Machine Company, Detroit 32, Michigan. 


Burroughs 
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Before joining Occidental in 1941 he had 
been a personal producer for Bankers 
Life of Iowa in Dallas and east Texas 
supervisor of Fidelity Union Life. 





Takes Over at Houston 
for Reserve Loan Life 


J. O. Sain, the newly appointed dis- 
trict manager in the Houston area for 
Reserve Loan Life, formerly was super- 
visor of agents for American National. 





J. O. SAIN 


He has been in life insurance nine years 
and for two years was leading producer 
with American National in Houston be- 
fore being transferred to Galveston. 


Cates Rejoins Conn. General 

Harold S. Cates, for three years with 
the War pet nami has joined the 
Walter G. Gastil agency of Connecticut 
General Life in Los Angeles, as an as- 
sistant to Manager Byron D. Williams 
of the group department. Mr. Cates 
was with Connecticut General from 1936 
to 1941. 


Hodgkinson Rejoins. Mutual 


Kay R. Hodgkinson has been ap- 
pointed agency organizer of Mutual Life 
in Los Angeles. He formerly was with 
Mutual Life in northern California, but 
left to enter Red Cross work as field di- 
rector. 





Prudential Promotes Cohen 


William Cohen has been promoted by 
Prudential to agency assistant in the 
Boston ordinary agency. He joined the 
company last year after serving with 
several other companies. 





Boston Mutual Life Changes 

_ George D. Swig, who has been super- 
intendent of Boston Mutual Life at All- 
ston, Mass., has been appointed superin- 
tendent at Lawrence, succeeding the late 


John F. Brennan. Louis Mirisola, super- 
intendent at Holyoke, succeeds Mr. 
Swig at Allston. Assistant Superinten- 
dent W. F. Dwyer of Framingham is 
promoted to superintendent and takes 
charge at Holyoke. Recently Frank A. 
Diorio resigned as superintendent at 
Southbridge. 


Watson Joins Franklin Life 


Herman Watson, national individual 
volume leader for the Investors Syndi- 
cate last year, has been appointed gen- 
eral agent for the Franklin Life in Gads- 
den, Ala. A life long resident of Ala- 
bama, Mr. Watson received his A. B. 
degree from Birmingham-Southern Col- 
lege, and his A. M. from the University 
of Alabama. He taught school for a 
number of years, and at one time served 
as principal of schools in Ft. Payne. 
Mr. Watson was associated with In- 
vestors Syndicate for seven years. 


Louis Diamond has been appointed 
district manager for Equitable Society 
at Sacramento, Cal. He was with Met- 
ropolitan Life 15 years, 10 as assistant 
manager at Berkeley. A few years ago 
he resigned to devote his time to his 
large ranch in the Sacramento Valley. 
He will be affiliated with the R. F. E. 
Wiedemann agency in San Francisco. 

Oscar J. Larson of Cedar Rapids, Ia., 
has been appointed general agent there 
by Ohio National Life. 

Guarantee Mutual Life has appointed 
Harry B. Chronister district agent for 
Schuyler, Neb., and surrounding terri- 
tory. He operates a. general writing 


agency there. 


Sullivan and Lamping to 
Run for Wash. Commissioner 


SEATTLE — Commissioner Sullivan 
of Washington will seek reelection for 
a fourth four-year term and to date he 
has no opposition on the Democratic 
ticket. George B. Lamping, 1936 Re- 
publican candidate, has announced he 
will file again. The primary election 
will be held July 11. 

Mr. Sullivan has held office since 1933, 
having defeated the late H. O. Fishback. 
Col. Lamping sought the Republican 
nomination in 1940, but was edged out 
by a few hundred votes’ margin by 
Fred C. Becker, presently Seattle man- 
ager for Great-West Life. 


Would Write Burial Contracts 
LOS ANGELES—With three Cali- 


fornia life companies affiliated with mor- 
ticians, Imperial Mutual Life, Postal 
Union Life and Forest Lawn Life, now 
authorized to issue so-called ‘funeral 
benefit” policies, Commissioner Garrison 
has received a number of inquiries from 
funeral directors as to the requisites for 
establishing a company to issue burial 
contracts. He has informed them that 
such a contract is a form of life insur- 
ance policy and the only organization 
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Joint Congress Set for 
Louisville on April 21 


LOUISVILLE—The Kentucky As- 
sociation of Life Underwriters has 
joined with the Louisville association 
for the first time in sponsoring the 
annual sales congress here April 21. C. 
Vivian Anderson, Provident Mutual 
Life, Cincinnati, past president National 
association, will open the program with 
“Yes, but....’; Walter N. Hiller, 
Penn Mutual, Chicago, will discuss 
stock retirement plan; Wilbur W. 
Hartshorn, superintendent of agents 
Metropolitan Life and recently secretary 
of the National association, will speak 
on “Selling Mr. Average American.” 
Paul F. Clark, vice-president John Han- 








which may be formed for the purpose of 
issuing such contracts is a life insurer 
which will meet the capital and surplus 
requirements of the California law. 

















cock Mutual, past president National 
association, will speak at the luncheon. 

Colgan. Norman, Penn Mutual, Louis- 
ville, will preside at the luncheon, at 
which the Commonwealth Life will be 
host. 


Tennessee Sales Congress 
Program Announced 


The Tennessee Association of Life 
Underwriters will hold its annual sales 
congress and business session at Knox- 
ville April 14. H. A. Hedges, National 
association, will speak, going to Knox- 
ville from a speaking tour in North 
Carolina. 

Other speakers will be Commissioner 
McCormack of Tennessee; Foster Vine- 
yard, Little Rock, general agent Aetna 
Esfe: F.. €. Benson, Cincinnati manager 
Union Central, and W. W. Hartshorn, 
superintendent of agencies Metropolitan 
Life. Dr. Clifford Barbour, Knoxville 
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pastor, will speak at luncheon on “How 
to Become a Better Person.” 

There will be a sales clinic in the 
morning conducted by J. B. Long, 
Knoxville general agent of Provident 
Mutual, with representatives from the 
local associations in Memphis, Nashville, 
Chattanooga, Knoxville and Jackson 
taking part. 

H. M. Watson, Knoxville general 
agent of Connecticut Mutual, is Tennes- 
see association president and will pre- 
side. Arrangements are being com- 
pleted by H. W. Pipkin, Knoxville 
association president, and O. E. McCul- 
lough, Knoxville, program chairman. 





Gravengaard, Jaqua to Speak 


H. P. Gravengaard of Cincinnati, as- 
sociate editor of the “Diamond Life 
Bulletins,” is to be a speaker at the 
Baltimore sales congress April 14, the 
Philadelphia association May 19 and 
the Iowa sales congress at Des Moines, 
May 27. 

A. R. Jaqua, associate editor of the 
Diamond Life Bulletins, is scheduled 
for four days of successive sales can- 
gresses in four towns in North Caro- 
lina: Raleigh. April 12; Greensboro, 
April 13; Charlotte, April 14; Asheville, 
April 15. 


Okla. State Meeting May 27 


The Oklahoma Association of Life 
Underwriters will meet in Tulsa on May 
27. A program along educational lines 
is being arranged. Officers will be 
elected. James E. Rutherford, executive 
vice-president of the National associa- 
tion, will address the Tulsa association 
at noon that day and the Muskogee 
association in the evening. 


Call Off Utah Congress 


SALT LAKE CITY —The annual 
sales congress of the Utah Association 
of Life Underwriters, scheduled for May 
6, has been called off, following a meet- 
ing of President A. M. Jacobs and other 
state officers. Frank Mozley, alternate 
national committeeman, who attended 
the mid-year meeting of the NALU at 
Buffalo, reported the general sentiment 
among national officers is to discourage 
the holding of state sales congresses. 


Alpaugh to Speak in Dallas 


W. G. Alpaugh, vice-president of In- 
ter-Ocean Casualty and past president 
of the Health & Accident Underwriters 
Conference, will address a joint meeting 
of the Dallas Association of Accident & 
Health Underwriters and the Life Un- 
derwriters Association there April 11 on 
the work of the Insurance Economics 
Society, of which he is an executive 
committeeman, and political and social 
trends affecting the business of the dis- 
ability and life insurance salesman. 


Names Congress Committees 


Committees for the annual sales con- 
gress of the Connecticut Life Under- 
writers Association, scheduled for April 
21 in Hartford, have been announced. 
Malcolm MacCallum, Connecticut Mu- 
tual general agent in Bridgeport, is 


general niin with Joseph T. Mc- 
Cance of Shepard & Co., general agents 
of Aetna Life, as vice-chairman. 

M. E. Saunders, John Hancock Mu- 
tual, Woodhaven, L. I., will speak at 
the congress on “An Agent's Inter- 
pretation.” 


Ia. State Meeting May 26-27 


The annual meeting of the Iowa As- 
sociation of Life Underwriters will be 
held in Des Moines May 26-27, with 
the banquet in the evening. The sales 
congress will be held May 27 

The Des Moines association, with 
L. E. Graber of Travelers as president, 
will be host at the mecting. 





Pittsburgh—A caravan of officers of 
the association met Wednesday with the 
Washington branch, Thursday noon with 
the New Castle branch and Thursday 
evening with the Butler branch. Par- 
ticipants were E. M. Aiken, president; 
N. H. Weidner and L. K. Babcock, Jr., 
vice-presidents; H. S. Brownlee, treas- 
urer, and Paul S. Mechling, chairman of 
branch associations. 


Columbus, 0.—V. C. Smith, 
sistant of Equitable Society, 
“What Makes a Salesman?” 

Louisville—Ernest A. Crane, Indian- 
apolis general agent of Northwestern 
Mutual Life, talked on education of the 
life agent. He stressed the need of well 
educated agents, not only in their own 
field but in other ways. He said the 
future agent will have to meet a better 
educated group of clients. He also sug- 
gested that some type of insurance edu- 
cation be made a part of public school 
programs. 

Cleveland—Frank T. Ferris of the De- 
troit-Cook office of the Prudential was 
elected first vice-president to replace 
John N. Lenhart, New England Mutual, 
who resigned to accept a commission in 
the Navy. Henry Haiman, Northwestern 
Mutual, was elected second vice-presi- 
dent, and Don Hanson general agent 
Aetna Life, treasurer. Ray Warren, gen- 
eral agent Manhattan Life, was elected 
a trustee. 

Santa Monica, Cal—Jack Anderson, 
army pilot, told of his experiences after 
making a forced landing in the Arctic 
and how he came through to tell the 
tale. 


St. Paul—Paul Millett, Chicago tax 
specialist and consultant on pension 
trusts, spoke Thursday. In the evening 
he addressed the St. Paul Managers & 
General Agents Association. 

Springfield, Mass.—R. J. Dolwick, su- 
pervisor of agencies of Phoenix Mutual 
Life, spoke April 5. At one time he was 
acting manager of the company’s largest 
branch in New York City. 

South Bend—Paul Speicher, R. & R. 
Service, and John R. Hastie, Chicago 
manager of Mutual Life, will address 
the luncheon meeting April 14. 

Waukegan, Ill.—At a joint luncheon of 
the Lake county association and the for- 
ward division of the Waukegan-North 
Chicago chamber of commerce, the 
Treasury Department through James F. 
Stiles, Jr., chairman war finance com- 
mittee of Lake county, saluted the in- 
surance people for their work in the 
fourth war loan. George Huth, Provi- 
dent Mutual, who has charge of all war 
bond payroll deductions in Chicago, also 
spoke. 

Jackson, Tenn.—John A. Witherspoon, 


agency as- 
spoke on 
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John Hancock Mutual, Nashville, past 
president of N. A. L. U., told how he sold 
$1,000,000 of life insurance yearly for 


three straight years. 
Chattanooga, Tenn.—E. Tom Proctor, 
Northwestern Mutual general agent, 


Nashville, who heads the war bond pay- 
roll savings plan in the state, told of 
the results obtained. John Humphries, 
Provident Life & Accident, was installed 
as president to succeed Eugene O’Neill, 
recently inducted into the navy. 

Portland, Ore.—John A. Lloyd, vice- 
president of Union Central, spoke on 
“Necessity Was the Mother of This 
Invention.” 


FRATERNALS 


C.O.F. Convention Drive 
Honors Chief Cannon 


Catholic Order of Foresters, Chi- 
cago, has started a convention member- 
ship campaign in honor of Thomas H. 
Cannon, high chief ranger, celebrating 
his 50th anniversary as head of the so- 
ciety. The campaign is for qualification 
to attend the convention to be held in 
Chicago Aug. 1-3. The objective in the 
drive is $50,000,000 of new insurance and 
50,000 completed applications, compared 
to the $13,693,700 new insurance and 15,- 
628 completed applications in 1943. 

The first day of the convention there 
will be presented to Mr. Cannon a testi- 
monial scroll containing the names of all 
Foresters who have proposed the names 
of new members, either adult or juve- 
nile, as well as of all members who have 
increased their insurance during the 
campaign period. 

All expenses of the convention trip 
will be paid by the society for full time 
representatives who pay for $100,000, 
part-timers $30,000 and individual mem- 
bers $20,000. 


Order Found in Good Shape 


A convention examination has been 
made of the Women’s Catholic Order of 
Foresters of Chicago by Illinois, Indiana, 
Iowa, Missouri and New Mexico. The 
examination is as of Dec. 31, 1942. It 
showed assets $20,986,462, contingency 
reserve $3,240,933, surplus $3,105,520, 
policy reserve $14,339,338. The solvency 
ratio is 115.41%. The report says that 
the society’s cash position is well main- 
tained and surplus funds are being cur- 
rently invested only in bonds and securi- 
ties. 


Marsh W.O.W. Omaha Manager 


Stanley B. Marsh has been appointed 
Omaha manager of Woodmen of the 
World Life. He was a member of the 
staff of the Frank W. Pearson service, 
specializing in rewriting fraternal insur- 




















ance on an adequate rate basis. Six years . 


ago he established his own _ service 


agency in Omaha. 


Two Officials Advanced 


O. C. Stubbs, Covington, Ky., has 
been appointed solicitor of the national 
council of Junior Order United Ameri- 
can Mechanics. He has been treasurer 
for 10 years and is past national coun- 
cillor. Ralph Morris, Wilkes-Barre, Pa., 
has been named treasurer. Mr. Stubbs 
has been a member 40 years and was ad- 
mitted to the national council in 1915. 
Mr. Morris has been active in the so- 
ciety for 30 years and a member of the 
national council for 13 years. 








Pertzborn Named by Maccabees 


Jack Pertzborn, Des Moines, has been 
named district manager of the Macca- 
bees and will establish headquarters in 
that city. 





Jean Fairbank, publicity director of 
Maccabes, was married in March to 
L. W. Beal, lieutenant (j.g.) in the 
navy. She continues her work and he 
reported to Camp Perry. They met at 
Michigan State College. 


William Johnson, chief auditor of 


Woodmen of the World, Omaha, and its 
oldest employe, died. He joined the 
society in 1900, and had been consul 
commander and head consul for Ne- 
braska. 





Alianza 
fraternal, 
California. 


Hispano-Americano, Arizona 
has applied for admission in 








CU. 


Compensation Proposals 
Reviewed in Los Angeles 


LOS ANGELES—The Los Angeles 
C.L.U. chapter took up for discussion 
the report of its special committee on 
agents’ compensation and_ pensions, 
which submitted 11 declarations for dis- 
cussion: (1) Present compensation plans 
are unsatisfactory to agents because of 
irregularity of income, no compensation 
for servicing “orphan” policies, inade- 
quate compensation during apprentice- 
ship, and no adequate retirement plan; 
(2) improved system will aid in secur- 
ing new agents and preventing turnover; 
(3) efforts to be made to have agents 
included under certain sections of social 
security; (4) agents should be given 
opportunity to purchase adequate group 
insurance; (5) payment of service fee 
at some fixed figure on each policy; (6) 
distinction made between “selling” and 
“service” commissions; (7) change in 
first and second year commission rates; 
(8) salaried supervisors and office em- 
ployes should not be eligible to receive 
commissions; (9) adequate retirement 
plans should be established; (10) re- 
duced supervisory expenses and lower 
overhead will offset any increased costs 
of improved compensation; (11) cost of 
insurance to public need not be increased 
in order to provide the benefits in the 
other ten declarations. 

It was decided to continue considera- 
tion of the report at subsequent meet- 
ings. 

The chapter will have a special meet- 
ing April 14, when Luther Buchanan, 
president of the American Society of 
C.L.U., will speak. 











Form Home Life C.L.U. Group 


A Chartered Life Underwriters Asso- 
ciation of Home Life of N. Y. has been 
organized. M. P. Ford, Boston, is pres- 
ident. Solomon Huber of Oshin & Hu- 
ber, New York, vice-president, and 
Lantz L. Mackey, Detroit, secretary- 
treasurer. Any member of the fulltime 
field organization who is a C.L.U. is au- 
tomatically eligible for membership. 
This now represents 11% of the active 
organization. 








There'll Always Be 
A FUTURE! 


The character of insurance selling may 
change as conditions change. Yet, until 
the future becomes an open book, insur 
ance protection will always remain a basic 
human need. Lutheran Brotherhood offers 
the kind ef policies and the kind of help 
that make selling easier under today’s con- 
ditions. In Lutheran Brotherhood there'll 
always be a future—and a bright one— 
fer the man who believes in insured se 
curity. Get details on the L-B plan now! 


(Representatives must be Lutherans) 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 
Herma, «. Ekera, President 
@88 Second Avenue Se. Minneapolis, Minnesets 
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so that they can develop enough of ability to go beyond package selling 
the “know how” in the work they are the company conducts programming 
doing. schools in the field. Managers take a 


SALES IDEAS OF THE WEEK 





Women Hold Forum in San Francisco 


Women in life insurance have an en- 
viable position and opportunity to dem- 
onstrate good citizenship by syphoning 
off surplus dollars to avoid inflation and 
put them in a safe spot available as a 
backlog after the war, Mrs. Bruce M. 
Ashton, Connecticut General, chairman 
women’s committee, San Francisco Life 
Underwriters Association, declared in a 
talk at the Second Bay Area Forum for 
Life Insurance Women held in San 
Francisco. She was general chairman. 

Mrs. Ashton has an outstanding per- 
sonal production record. In October, 
1943, she led her company and for sev- 
eral consecutive years she has been a 
member of the Quarter Million Round 
Table of the San Francisco association. 
Recently she closed a salary deduction 
case of over $500,000. 

Mrs. Dorothy Marden, Equitable So- 
ciety, presided over a panel on ‘“Pros- 
pecting and Production.” Miss Carlota 
Wood, Bankers Life, spoke on prospect- 
ing; Mrs. Pearl Brackett, Occidental 
Life, Richmond, on “Cold Canvass.”’ She 
said this method is a time saver and 
helps to avoid chasing from one end of 
town to the other when prospects run 
out. It builds confidence in the agent. 
She urged the women to take an interest 
in the families and hobbies and personal 
affairs of their prospects and policyhold- 
ers and to develop a “listening ear” on 
buses, trains and in other places where 
people are together. 


Tells Telephone Approach 


Mrs. Jeanette Van Slyke, who has 
been with Pacific Mutual in San Fran- 
cisco for 20 years and was leading agent 
in January, told her successful methods 
in use of telephone. This technique 
must be studied and rehearsed, she said, 
and the agent should have on the desk a 
complete list of answers to ig so 
there will be no “dead time” hesita- 
tion. It is very necessary to pelea 
clearly. She uses the phone mainly to 
secure appointments, usually preceding 
her call by a pre-approach letter. 

An interview was presented by Mrs. 
Elizabeth Charles and Mrs. Lois Beckett 
of Business Men’s Assurance, with Mrs. 
Charles as doctor prospect, showing the 
sale of single premium annuity as an in- 
vestment. 

Miss Dorothy Shear, Oakland, Equit- 
able Society, discussed advantages of 
working to a schedule and urged putting 
prospects and their problems into the 
sub-conscious mind each night. She said 
in this way solutions would be found. 


WLB Assistant Talks 


Dr. Emily Huntington, associate pro- 
fessor of economics University or Cali- 
fornia, on leave of absence to the War 
Labor Board as assistant wage stabiliza- 
tion director 10th region, discussed labor 
problems and wage freezing. 

Clifford Henderson, Prudential man- 
ager and president San Francisco Life 
Underwriters Association, spoke. 

Miss Constance Schwanz, Mutual Life 
of N. Y., secretary-treasurer of the asso- 
ciation, presided in the afternoon.. In 
order to bring order out of the present 
chaos there must be cooperative, coordi- 
nated, conscious direction which comes 
from the minds of people, and in this 
the life agent has an unlimited opportu- 
nity for leadership, she said. 

“Estate Administration” was discussed 
by Mrs. Gladys Sinott, Fidelity Mutual, 
San Jose. She took up taxation, the 
place of life insurance in estates, and es- 
tate administration. 


Gives Word of Caution 


Two San Francisco cashiers, Mrs. 
Eda Hudson, Northwestern Mutual, and 
Mrs. Leona Elmore, Pacific Mutual, 
gave a presentation. Mrs. Hudson dealt 
with completion of applications and Mrs. 
Elmore told sources of leads which cash- 
ters recognize and can result in a good 
additional volume. 

Mrs. Ashton closed with details of her 


large salary deduction case. She spoke 
about the 5% plan, telling of Treasury 
rulings. This is a fertile field for busi- 
ness but agents should make sure the 
employer is not in the market for a pen- 
sion plan into which 15% of employes’ 
annual salary might be invested before 
selling a 5% plan. 


Must Know How, Have Faith 
and See People to Succeed 


SAN ANTONIO, TEX.—The suc- 
cessful agent must know how to sell, 
have faith in life insurance and what 
it accomplishes and see people, H. J. 
Cummings, vice-president Minnesota 
Mutual Life, declared before the San 
Antonio Association of Life Under- 
writers at a special ladies’ night meet- 
in 
Fe urged wives to do all they can 
to promote the success of their hus- 
bands by giving their encouragement 





Wives would have more faith in the 
work of their agent husbands if the 
latter would show them the purposes 
achieved by an adequate life insurance 
program. 

The alert wife while playing bridge 
may uncover many prospects, Mr. Cum- 
mings said. For the man who does not 
like to go into homes to sell life insur- 
ance, he suggested numerous businesses 
which are conducted on a partnership 
basis as offering a valuable list of pros- 
pects. These partnerships are to be 
found in every town of any size. 

Mr. Cummings suggested that agents 
ask the prospect three questions: “Do 
you work for income? Will there ever 
come a time when there may be no 
income? Will the time ever come when 
you are so old that you will not get 
hungry, be cold, and need clothing? 

“Tf you do not like my plan, do you 
have a plan for saving part of your 
earnings in a way where the tax is not 
great?”, the prospect should be asked. 
With life insurance a man can carry out 
his program for creating a life income 
at one-third of the cost of any other 
plan, he said. 





Explain Success of Management Plan 


(CONTINUED FROM PAGE 1) 





trol; proper methods of being sure that 
the job being paid for is being done; 
powerful incentives; conditions that 
would give men every opportunity to 
be happy in the job; close relationships 
all down the line, from the highest ex- 
ecutive to the farthest agent. 


MANAGERS’ VIEWS 








One of the first moves was to hold 
conferences with the managers, as it was 
recognized that only with a corps of 
strong leaders would progress be pos- 
sible. From these conferences manag- 
ers and home office men jointly evolved 
certain procedures. One of these was a 
system of reports. These reports, Mr. 
Stephenson said, are fairly detailed and 
do more than keep the home office in- 
formed of the manager’s activities. 
They also keep before the manager a 
clear view of what is going on in his 
agency and by keeping him from neg- 
lecting some men or some activities as 
he might if he didn’t put his work down 
on paper, help him plan and carry 
through a balanced program of work. 

To be sure there would be no danger 
of the report being neglected the man- 
ager’s expense voucher was made a 
part of the monthly report. In fact the 
report as a prerequisite to the expense 
check applies also to trips by home 
office people. Furthermore the agency 
department reports just as _ regularly 
and in just as great detail to the com- 
pany management. 

Though the agency department super- 
visory system kept closely in touch with 
the managers. It was found that this 
was not enough and more than 16 years 
ago the company set up the personal 
service bureau at the home office to 
maintain contact with the agents. It is 
more than a reporting system but is a 
division of the educational branch su- 
pervised by a highly expert salesman 
who was one of the leaders in the field. 
The heart of the bureau is the plan 
book which is made out by the agent 
and manager at the beginning of every 
year and in which everything stems 
from the agent’s income requirements 
and his known capacities for closing 
business. At present, about 85% of 
London Life’s men correspond with the 
bureau and report to it. Some of them 
havé been using the method for almost 
as long as it has been in existence. 

The next step was to improve the 
quality of agents. Seeing the difficulty 
of recruiting the desired type of men 
into agencies that were “peopled even 
partially with duds and derelicts,” the 
company cut its staff deliberately. It 


had 409 full time contracts in 1933. To- 
day it has 167 but the average produc- 
tion per man has risen during the 
decade from $58,203 to $176,812. Fur- 
thermore the total production of busi- 
ness from the ordinary department in- 
creased 50% notwithstanding the cut in 
number of agents. 

The company not only eliminated mis- 
fits but set up selection standards to as- 
sure getting the type of men capable 
of doing the job that was wanted. It 
couldn’t afford to put extensive training 
into poor men, or men would stay only 
long enough to find out that they 
couldn’t sell life insurance. Appraisal 
of the applicant’s chances of success is 
made through the Research Bureau’s 
aptitude index and the company’s own 
rating chart, based on the bureau’s, 
supplemented by the manager's judg- 
ment which in turn is reviewed by a 
selection committee at the home office. 
No man scoring lower than “B” on the 
combined ratings is taken. Success of 
the system, Mr. Stephenson emphasized, 
lies not primarily in the weeding out of 
probable failures but in the ability of 
managers to find men with the signs of 
potential ability and sell them on the 
business. 


TOOK BIG STEP 








The next step was to extend the 
training system. The new agent does 
not receive his first training in the field 
but goes to the home office. Not only 
are his transportation and _ hotel bills 
taken care of by the company but he is 
paid for the three weeks’ schooling. This 
system is a more economical use of the 
managers’ time than attempting to train 
agents singly in the field. Also it es- 
tablishes correct habits in prospecting 
through study by the case method in 
which the application of policy plans and 
settlement options are studied as they 
are applied to various life situations. It 
burns into the new man’s mind the 
company’s objectives and tries to “set 
him on fire’ about the life insurance 
business. Finally it immerses him in 
the company atmosphere at an impres- 
sionable stage in his career and ac- 
quaints him with executive and depart- 
ment heads so that they are known to 
him as definite personalities. 

Before the agent leaves the home of- 
fice he is told in detail just what further 
training he will receive from the manag- 
er’s and the agent’s report and the man- 
ager’s report can be cross-checked to be 
sure that the promised training is be- 
ing received. 

For those representatives who show 


major part in instruction and drill. 

By 1936 London Life had progressed 
far enough to take the big and all im- 
portant step of setting up a manager’s 
contract and an agent’s contract that 
were definitely in the direction of get- 
ting done what the company wanted 
done. The present compensation ar- 
rangement is that the agent’s contract 
provides immediately the standard first 
year commission, less 5%, plus a salary 
that equals another 30%. This arrange- 
ment works out to approximately $17.50 
per $1,000 paid in the first year—com- 
mission and salary combined. 

In the second year a 15% persistency 
bonus commission is paid and that is 
all the compensation the agent gets. 
The money the agent earns is paid im- 
mediately, when he earns it, not years 
after. The man who produces good 
business can make money immediately 
and he doesn’t have to take years to 
work himself out of debts incurred in 
his earlier experience, Mr. Stephenson 
pointed out. Such a system could only 
be possible with a staff of high class 
men writing high quality business. 


Branch Secretary System 


After the second year the collection 
ot premiums is the company’s responsi- 
bility and is placed in the hands of 
branch secretaries, a group of men se- 
lected and trained for the job. They 
are detail men, rather than salesmen 
and while they do a certain amount of 
office work for the agents they also deal 
directly in many cases with the policy- 
holders, especially in such matters as 
routine collections and follow-ups. Sur- 
veys have shown that only a negligible 
portion of the business was affected 
by service after the second year, so that 
except for odd cases and in bona fide 
servicing which can largely be carried 
on coincidently with efforts to make 
repeat sales, the socalled necessity on 
the agent’s part to take care of the busi- 
ness was found not to exist. 

As for the other main reason that has 
been advanced for spreading out an 
agent’s compensation by the renewal 
method—the necessity for some provi- 
sion of income after his productive pe- 
riod has passed—the London Life takes 
care of this by a pension arrangement, 
guaranteed for life, the amount being 
governed by his average’ earnings 
throughout his productive years. This 
income starts at 65 but may be ad- 
vanced to any time after age 55 in 
cases where such a course seems ad- 
visable to the management. 


Retirement Income Example 


For example a man who joined the 
company at 30 and earned $3,500 a year 
until age 65 could retire with a life in- 
come of about $2,800 a year. About 
half would be provided by the agent's 
own savings and the other haif by the 
company. Similarly field men are-—pro- 
tected on a liberal scale by gramp life 
insurance, group sickness and ac¢ident, 
group disability, group hospitalization 
and surgical benefits that extend even«to 
his dependents, so that there is no need 
for him to create a financial backlég by, 
stretching out his pay through the re- 
newel system. 





BASIS OF PAY 


The manager’s compensation arrange- 
ment provides for a basic salary of 
compensation for carrying on the re- 
sponsibilities of manager; and an addi- 
tional fee for $1,000 of gross gain in 
business in force; a sliding scale of fees 
per $1,000 of new business on a net 
production basis—net production being 
considered as new business less first and 
second year lapses. 

The amount per $1,000 of this new 
business fee is determined by the total 
net production of each agent over the 
previous 12 months. A standard fee of 
4% for $1,000 is paid for net production 
from those agents producing in the pre- 
vious 12 months at the rate of $100,000 
and over. A 3% fee is paid where the 
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agent is producing between $80,000 and 
$100,000, a 2% fee where the agent is 
producing between $60,000 and $70,000 
and 1% where the agent’s production is 
between $40,000 and $60,000. No re- 
muneration is paid for net production 
from agents writing less than $40,000 
over a 12-month period. 

A special bonus per $1,000 of net pro- 
duction is paid on business secured by 
agents in their first year of service. This 
is an incentive to recruiting. Special 
provision is made for remuneration on 
annuities. 

Mr. Stephenson called attention to the 
fact that manager’s compensation is on 
the basis of the amount of insurance, 
not premium income. This encourages 
the production of protective rather than 
investment plans, which is in accord 
with the company ’s policy. Calculation 
of the manager’s earnings is made 
monthly on the basis of the 12 months 
immediately preceding so that the effect 
of increases or decreases in production 
are felt immediately. 


Abnormal Conditions’ Effect 


Because of abnormal business condi- 
tions in the last few years it is difficult 
to say just what has been accomplished 
by all the steps that led to the intro- 
duction of the compensation arrange- 
ment, Mr. Stephenson said, but pointed 
to the fact that average earnings per 
agent have risen until in 1943 they were 
$3,379. Furthermore managers’ earnings 
in 1943 were 54% higher on the aver- 
age than they were in 1933. At the 
same time the company’s expense rate 
has been reduced, so that the program 
has not been at the expense of policy- 
holders but has resulted in savings. 

Mr. Stephenson said he was con- 
vinced of the fact that if “we do the 
job of management as it should be done 
there is no reason why the cost should 
not be decreased even as manager’s and 
agent’s earnings rise and that there is 
good reason to believe that the same 
factors that reduced costs can and actu- 
ally will increase the field men’s com- 
pensation.” 

Mr. Walker described the London 
Life’s plan from the manager’s view- 
point. He had in his agency in 1928, 
the height of prosperity of the decade, 
22 agents with an average production of 
$98,322 and an average income per agent 
of $1,670. Then came the depression 
and in 1933 he had 18 agents with an 
average production of $56,588 and an 
average income per agent of $1,263. Last 
year he had 15 agents with an average 
production of $159,982 and an average 
income of $2,969. 


Record Since 1940 


Since June, 1940, when his agency in- 
augurated the new plan, including the 
beginners’ school at the home office, to 
Dec. 31, 1943, the agency hired 10 men. 
Of these, seven are still with the agency 
and their average production for 1943 
was $153,493. The three who left 
proved they could sell life insurance 


and would have continued with the 
agency but for unforeseen circum- 
stances. Mr. Walker said he would hire 


each of them again if he could. Also, 
they are friendly to the company and 
to the agency, having none of the sour 
attitude toward life insurance which 
used to be so prevalent among former 
agents. 

In this connection Mr. Walker men- 
tioned the company’s practice of giv- 
ing a man a full month’s pay when it 
cancels a man’s contract. This is to see 
that he has a full month in which to 
find another job. 


Only One Man Lost 


Agency turnover is reduced to a 
minimum, Mr. Walker said, whereas un- 
der the old system it was a real prob- 
lem. In 1933, for example, he termi- 
nated nine contracts for non-production, 
whereas in 1943 he lost only one man, 
who was successful while on the job but 
was forced to leave through circum- 
stances beyond his or Mr. Walker’s 
control. Though selective service ‘has 
interfered with recruiting, Mr. Walker 
has two ex-soldiers off to a good start 


and is looking forward to obtaining good 
men this year from men being dis- 
charged from the armed services. 

“Furthermore,” said Mr. Walker, 
“what pleases me very much is that my 
own income is well over what it was 
during the best years previously and 
I have fewer headaches.” 


Laird’s Discussion 


Most of Mr. Laird's talk consisted 
of answers to questions from the floor. 
He said the average manager makes 
more than $7,000 a year, that he has a 
retirement plan the same as the agent. 
The new agent’s starting salary is based 
on the assumption that he will earn at 
the average rate for new agents and he 
gets financing even though he may be 
able to support himself without it. 

Mr. Laird explained the details of 
the manager’s compensation plan and 
then took an actual case to show how 
a given month’s compensation was com- 
puted. This was as follows, the first 
item being quite high, as it was a new 
agency: : 
For gross increase in force 

S00 OO Ce 0 ic 5ie 0 5 oe) ore spinors $ 
For production of agents in $100,- 

000 bracket ($1,901,000 K 4%)... 


For production of agents $80,000 
to $100,000 bracket ($172,000 x 
BG) esate. 61a sai na) bisa te) eiee alae terareceva aioe 

For production of new agent ($2,- 
000 K 2%) 

Overriding on manager’s 
business ($270,000 K 2%)....... 

For new agents’ production (car- 
ryover from previous year’s in- 
MEM URPRMROINIE Sooo gua os sein aa al acs Wrote 270 


4,700 
7,604 





Manager's basic Salary... .....soc0 2,000 
Divided by 12 to get month’s 

COMIC BR AION oes <ns. 64) w arse one 1,304 

ERE wks skew asa eee eee $15,634 


Mr. Laird pointed out that since the 
compensation is always based on the 
immediately preceding 12 months, the 
compensation changes from month to 
month and is very sensitive to changes 
in its _components. 





POLICIES — 


Reserve Loan Brings Out 
Two New Contracts 


Reserve Loan Life of Texas has in- 
creased its list of policy forms by the 
addition of a 30-year endowment and 
a retirement income at 55, rates for 
which are shown below. The table in- 
cludes waiver of premium disability for 
males and double indemnity benefits. 

Retirement income at 55 provides, 
prior to maturity, $1,000 insurance or 
cash value if greater. At maturity, a 
monthly life income guaranteed for five 
years is payable at the rate of $10 to 
males and $9.10 to females. 
30 Ret. 








. Inc. 
End. 55 

Ages $ $ 

39 35.04 93.84 
35.66 101.34 
36.34 109.97 
37.09 119.95 
37.92 131.59 
38.83 145.38 
39.84 161.96 
OS 


29/81 30. i4 
29.89 31.78 
29.98 32.88 
30.07 34.06 
30.20 35.32 
30.32 36.66 ¢ 
30.44 38.10 
30.57 39.64 
30.72 41.29 
30.90 43.06 
31.11 44.98 


32.60 63.68 45 
32.83 67.40 
33.14 71.53 
33.54 76.18 
33.98 81.39 
34.48 87.23 50 


37 
38 





Sunset Life Increases 
Its Dividend Scale 


Dividends payable in 1944 on policies 
issued by Sunset Life of Washington, in 
general, are approximately 10% higher 
than those paid in 1943. The increase 
varies according to date of issue, being 
a 50% increase on policies issued in 
1937. Sunset began business in 1937. 
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April 7, 1944 


Dividends at illustrative ages are shown 
below on popular plans: 


Ordinary Life, Protector 
or Life Expectancy 





Age 20 25 30 35 45 55 
1.58 $1.94 

3.47 4.27 

3.78 4.66 

4.10 5.04 

4.41 5.43 

4.72 5.82 

20 Payment Life 
Biccans $1.19 $1.24 $1.34 $1.45 $1.82 $2.36 
ees 2.62 2.74 2.96 3.19 3.99 5.18 
ans a08 2:86 2.99 3.23 3.48 4.36 5.65 
sew wen 3.09 3.24 3.50 3.77 4.72 6.12 
etree 3.383 3.49 3.77 4.06 5.08 6.59 
Divas 3.57 3.73 4.038 4.35 5.44 7.06 
20 Year Endowment 
rere $0.98 $1.06 $1.17 $1.28 $1.56 $2.28 
Bvictnes 2.17 2.3838 2.57 2.83 3.43 5.6] 
ese etciks 2.36 2.54 2.81 3.08 3.74 5.46 
cea ee 2.56 2.76 3.04 3.34 4.06 5.92 
ee wins as 2.76 2.97 3.28 3.60 4.37 6.37 
a 2.95 $3.18 3.51 3.85 4.68 6.82 
Independence Income, 60 or 65 

: eee $1.07 $1.14 $1.22 $1.28 $1.56 $2.36 
eres ara.s 2.35 2.51 2.66 2.8 -43 18 
ns 4ow 6 2.57 2.74 2.90 3.08 3.74 5.65 
Drtun ax 2.78 2.96 3.15 3.34 4.06 6.12 
Bistesca cs 3.00 3.19 3.39 3.60 4.37 6.59 
Wisisacecs 3.21 3.42 3.63 3.86 4.68 7.07 





Northern of Can. Increases 


Northern Life of Canada announces 
that it will increase dividends on the 
30-year endowment, standard par, ordi- 
nary life standard par, ordinary life 
leader, ordinary life super service, and 
pioneer (15-year term) plans. 








Hawes, Watson on Coast Trip 


Edward C. Hawes of the agency de- 
partment of Mutual Benefit Life and W. 
N. Watson, C.L.U. business insurance 
expert from the Boston agency, are hold- 
ing meetings on business insurance for 
agencies at Seattle April 5-6, and_will 
also make agency visits at Great Falls, 
Spokane, Portland, San Francisco, Salt 
Lake City, Denver and in the middle 
west. 


— Bud. 


YOUR OWN AGENCY, OR 
BOOST YOUR INCOME 


Hones How: 


The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
a group of select and salable poli- 
cies—diversified policies—Life, Acci- 
dent and Health. 





Or, you can boost your present in- 
come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
as well as renewals. Your commis- 
sions will be most liberal, supple- 
mented by prompt claim service. 


For contract and territory in Wis- 
consin, Illinois, Minnesota, Michi- 


gen or Indiana, address Agency 

Manager. 

LIFE a ACCIDENT 
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‘le This once familiar scene is a thing of the past 


in Connecticut Mutual offices. 


The Company’s new illustration book has 
made it a lot easier for agents to figure policy 
| illustrations. It replaces the old Dividend Book. 
! It avoids the innumerable cross references to the 
Rate Book and Dividend Book. It eliminates 


much addition and multiplication. 


By thus lightening the 
burden of office detail 
The Connecticut Mutual 
agent can have more 
time and energy for 
Field work —the job that 
really counts. 





The Conrecltiaulr Wlutual 


LIFE INSURANCE COMPANY = Hartfora. 








mer pioneering ins 


for profit f 


Opening new territories under 
today’s conditions . . . develop- 
ing untouched premium fields 

.. can still be a profitable 
venture. Continental Assur- 
ance has a highly effective kit 
of sales tools for helping you 
pioneer in fields in which you 
may not now be active... plus 
a brand of “down-to-earth” 
sales cooperation that gets re- 
sults! Ask us to show you how 
Continental can help you push 


back your business frontiers. 


Nationally Known for Strength and Growth 
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At home with the family of Richard R. Mann, Equitable policyholder of Columbus, Ohio 


The Future Is Bright for 


OME time after the war is won, Dick 
S and Bernadine Mann plan to build 
the house they’ve dreamed about ever 
since they were married. 

Bernadine is eager for a modern 
kitchen. Dick wants a furnace he doesn’t 
have to stoke. Seven-year-old Anita’s de- 
sire is a big yard so she can have a dog, 
and five-year-old Shirley asks for ‘“‘a 
swing that hangs from a tree.’”’ Richard 
if;5 age one, is too young to express an 
opinion, but he’ll want plenty of room 
to romp in. 

* Ps * 
Right now, the Manns rent a house, in 
Columbus, Ohio. Dick is a war worker at 
the Capitol Manufacturing and Supply 
Co. The Equitable insurance he owns is 
playing an important part in his plan tor 
living and preparation for the future. 

Dick himself was one of eleven children, 
and as he says, “We had plenty of hard 
times. When I started working, I made 
up my mind that, as far as possible, I’d 
see there were no rainy days for my fam- 
ily. Every family is entitled to security, 
and life insurance is the best way I know 
to get it.” 

# * * 
The Manns look forward, some day, to 
‘*taking it easy.’’ His wife says, “Dick 
and I were surprised to find how much 


THE EQUITABLE 


A Mutual Company Incorporated under the Laws of New York State 


Dick Mann’s Family 


retirement income for our older years, as 
well as protection now, we were able to 
arrange when we worked out a program 
with our Equitable agent combining our 
Social Security benefits, Dick’s group in- 
surance and his individual Equitable 
policies.” 

At the moment, little Anita says she 
is going to be a trained nurse when she 
grows up. One thing the Manns know is 
that whatever careers the children choose, 
there will be money for their training. 

“T never went to college, and neither 
did Bernadine, but you can bet our 
children are going to have the chance 
we missed,” Dick says. “That’s one im- 
portant part of my Equitable program— 
a guaranteed education fund for each of 
the youngsters. To us that’s the American 
way—knowing that your children will 
have a better opportunity than you had.” 

* x * 

In the evening, when the baby has been 
put to bed, the Manns like to talk about 
their plans for the future. That new home 
they will build, “just a nice bus ride from 
Columbus”—the advantages they plan 
to give their children—their own hopes 
for leisure some day. 

Like so many other American families, 
these are the things the Manns are build- 
ing toward, saving for, planning on. 
LIFE ASSURANCE SOCIETY OF 

THE UNITED STATES 





Dividends to 
Equitable Policyholders 
Increased 


7. continuing progress made by The 
Equitable Society has made it possible 
to extend additional advantages and services 
to our policyholders. 


Among these is the increase in the dividends 
to be paid to policyholders in 1944, applying 
to most types of individual policies. 

This action reflects the favorable trend of 
mortality experience in recent years and the 
continued financial progress of the Society. 
During the past several years, the Society has 
been substantially strengthening surplus and 
reserves. This has now progressed to the point 
where it is felt that an increased distribution 
of dividends for 1944 can prudently be made. 

The total amount set aside for dividends on 
December 31, 1943 is $41,400,000, compared 
with $36,802,000 on December 31, 1942. 


* * * 





Every day of 1943, an average of $587,c 
in benefits was paid to Equitable families— 
a total of $214,388,000. This included pay- 
ments of $1,552,000 to the families of 547 
members of our Armed Forces who died in 
service while protected by individual Equi- 
table policies. . ‘ 
As a service to the nation, The Equitable has 
developed, through its group insurance facili- 
ties, a program of world-wide life insurance 
protection for civilian employees of the United 
States Government serving overseas. This 
gives the American serving his country as a 
civilian, protection comparable to that pro- 
vided for members of the Armed Forces under 
National Service Life Insurance. 

* * * 
Using a part of their current earnings to set up 
permanent protection for the future, thousands 
of far-sighted families created $294,544,000 of 
new Equitable protection last year under indi- 
vidual policies. Equitable group life insurance 
increased $352,548,000. In all, 3,050,000 per- 
sons own $8,445,578,000 of Equitable life in- 
surance—a record high. 

* * * 
During 1943, the Society’s assets crossed 
the three billion dollar mark. The Society pur- 
chased $458,850,000 of U. S. Government 
securities last year, and at the end of 1943 
owned a total of $981,351,000. 

Today Equitable funds are helping to speed 
victory through investments in the securities 
of the Government and American industries. 
When the war is won, Equitable funds, di- 
rected into sound and diversified business 
enterprises, will help industry provide jobs 
for our returning soldiers and for workers now 
making war equipment. 


-” (aig, 
ro so Z 
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YOU WILL ENJOY READING the story of 
Dick Mann’s family in ‘* YOUR POLICY’’—The 
Equitable’s annual report. This booklet con- 
tains practical information, with actual family 
programs worked out. Ask any Equitable agent 
for a copy, or write to the Home Office, 393 
Seventh Ave., New York 1, New York. 








